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Here’s the New, Heavier Steel| 
WATERBURY | 
SEAMLESS FURNACE 


PIPE OR PIPELESS 


Waterbury quality takes another step ahead! = guaranteed for 10 years, 


This new design has a seamless, one-piece These important advantages give Water- 
body of heavier steel—larger radiator, large bury dealers an un — opportunity for 





waterpan at top of furnace—and is sales and profits. rite us for details. 


The WATERMAN-WATERBURY CoO., 1121 Jackson St., N. E., Minneapolis, Minn. 
Stocks Carried in Pittsburgh, Harrisburg, Albany and Kansas City 
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Losing Battle in 1926? 


F mail-order and direct-factory competition is getting the lion’s 


share of the furnace business— 


If you have felt discouraged trying to put up a lone-handed fight 


against big odds— 


If you are willing to work hard when you can see a good profit 


ahead for you— 


Then you will want to know what's back of Mueller Dealers 


Briefly, here's the story: 
UELLER dealers are backed by 


complete sales, advertising and 
engineering co-operation that more 
than meets competition on an equal 
footing. We'll go the other fellow 
“one better’ to get business that 
belongs to the Mueller dealer. 


Mueller dealers are backed by a line 
of furnaces second to none. Exclu- 
sive features such as the ‘‘Mueller 
Zone of Extra Heating Capacity,” 
found only on Mueller Double Radi- 
ator Furnaces, make these furnaces 
easier to sell. 


The Mueller time-payment plan, 
provided for Mueller dealers, fur- 


nishes them the necessary working 
capital—enables the Mueller dealer 
to get business he couldn’t handle 
on his own responsibility. 


Because Mueller Furnaces give the 
buyer more value, there’s more 
net profit for you in selling them. 
The effort and cost of selling are 
reduced. 


A firmly established, square-shoot- 
ing manufacturer with 69 years of 
prestige and experience stands back 
of the Mueller dealer organization 
with every manufacturing, sales and 


engineering facility. 


It will pay YOU to sell Mueller Furnaces in 1926. Want to talk 


it over with our salesman? 


Just say ‘‘Yes’’ on your letterhead. 


L. J. MUELLER FURNACE CO. 


193 Reed Street 


Milwaukee, Wis. 


Makers of Warm Air Furnaces, Steam and Hot Water Boilers, 
Tank Heaters and Garbage Burners, etc. 


WAREHOUSES: 


Boston, 
Ft. Collins, Colo.; 


Baltimore, Detroit, St. Logis, St. 


Paul, Minneapolis, 


Salt Lake City, Seattle 


Why Fight a“Lone Handed’, 


eanier to sell than to sell against | 
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Before Placing 1926 Business Find Out 
Why The NEW UTICA MERCHANDISING PLAN 


MEANS LARGER PROFITS FOR YOU! 


ere is the definite Merchandising Plan that 


brings you new customers—sells more fur- 
naces—and increases profits. Thoroughly tested 
by many Utica dealers, it is a proved success. 
And before making any plans for 1926 it will pay 
you to learn the details of how this remarkable 
plan builds business for furnace men. 


Under the Utica Merchandising Plan our representatives 
co-operate closely with our dealers and help them sell the 
furnaces they buy. Besides the plan itself—which insures 
more customers and more sales—our dealers get valuable 
advertising and sales literature—and “cash in” on the 
many superior advantages of this smokeless furnace. 


The New Utica Merchandising Plan places the Utica 
dealer in a distinct class—above competition! It enables 
them to secure the largest possible business from their 
territories and to secure satisfied customers who build 
. uture business. 


It will mean money in your pocket to sit down—right 
now—and write us to send you the full particulars of the 
New Utica Merchandising Plan. No obligation on your 


part. 
UTICA HEATER COMPANY 
UTICA, N. Y. CHICAGO, ILL. 


Manufacturers of the 


CELEBRATED LINE OF WARM AIR FURNACES FOR EVERY 
HEATING NEED 





SEND TODAY 
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FOR THE TWO BOOKLETS ILLUS- 
TRATED ABOVE, WHICH DESCRIBE 
OUR TRIED AND PROVEN PLAN 
FOR SUCCESSFULLY MERCHAN- 
DISING THE UTICA SUPER-SMOKE- 
LESS FURNACE. THESE BOOKS 
WILL INTEREST MORE CUSTOM- 
ERS AND BRING MORE BUSINESS 
AND PROFITS TO YOU. 











Published Weekly 
Entered as Second 





Gentlemen: 


Please send, without obligation to me, complete information 


# about your SUPER-SMOKELESS Furnace and the new UTICA 





620 Seuth Michigan Avenue, Chicago, 


by American Artisan and Hardware Record, Illinois. 
Class Matter June 25, 1887, at the Post Office at Chicago, Illinois, under act of March 8, 1879. 





UTICA HEATER COMPANY, Utica, N. Y. 
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A Real Guarantee 














Time Payment Plan 


Everything 
to help you 








Real Business 


Write us 

‘ information 

concerning 
guarantee 


time payment 


The Schill Bros. Co., Crestline, Ohio 





build a 


for 


and 





plan 


























Secure the 


COL-BURN AGENCY 


Enjoy real service and 
co-operation 


GUAR- GAS 

ANTEED AND 
10 SMOKE 
YEARS PROOF 





WELDED SEAMS 


Distributors and Shipping Points 
PITTSBURGH--DENVER--NEW ORLEANS 
CHICAGO 


COL-BURN HEATER CO. 


1955-75 North Long Avenue 
CHICAGO 


The improved air duct increases the 
heating capacity about 30% in our 


WASHINGTON HOME 
FURNACE 


Placed above floor, hence saves 
the cost of digging cellar. 


Produces circulating moist heat 
for 5 to 7 rooms. Only stove or 
furnace ever built without name 
plate or advertisement on the 
outside. (Name is molded on 
inside of front feed door.) 


Beautiful grained mahogany fin- 
ish harmonizes with finest ma- 
hogany furniture. (Also in plain 
finish for one-third less.) 


Made in the same plant in which 
we manufacture 100,000 Wash- 
ington stoves and ranges an- 
nually. Can ship promptly as 
we now manufacture fifty fur- 
maces per day. 


IMPROVED AIR DUCT 


Correct location of water pan—Hot Blast Fire 
Box and many other features 


Most beautiful and most expensively constructed furnace now on 
the market. Gives the user an excellent value and the dealer & 
handsome profit. 


Write today for exclusive agency plan, your district may be open. 


Gray & Dudley Co. 


Nashville, Tenn. 
“We melt more than 100,000 pounds of Southern pig iron per day.” 


“No This Is Not 
a Victrola” 


Patented 6-16-25 











Say you saw it in AMERICAN ARTIBAN—Thank you! 
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The strong back that carries 
a big load for many years— 





— 


OTICE this powerful back—these radiators on the “Home Comfort” 
are built on curved lines with no square corners. This construction 
pve immense and perfect radiation—the steel vertical tubes and the 4% 
re ae arrangement securing all the heat possible from the fuel con- 
sume 


The Dust Box is one piece solid heavy casting with two clean-outs 
attached that protrude through the casing—no bolted or cemented joints. 
Notice the extra wide circuit of the radiators, allowing a free circulation 
of air around the rear part of the furnace, eliminating what has proven to 
be one of the weak _ in furnaces of similar construction. This is an 
exclusive feature of 


“HOME COMFORT” 


We. have told you here only one part of the big Home Com- 
fort story. Its entire construction is first quality in 
design and material. We want you to write now for our catalog 
which gives complete details. 


The agency for the sale of “Home Comfort” Steel Furnaces in 
our territory is bound to make more business and profits 
ior you. 


Your customers will boost the “Home Comfort”—they 
can’t help it—its quality keeps them satisfied a lifetime. 


Write today for our new booklet—"The Joy of Home 
Comfort” and a bocklet called “House Heating” 


ST. LOUIS HEATING COMPANY 7 
2901-11 Elliot Ave. St. Louis, Missouri 


PITTSBURGH DISTRIBUTOR 
Wagener Bros., 3605 East Street 
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— mh lia ay ~~ enomer! Care Is Given 
Ani fo Every 


wd NIAGARA FURNACE 


R over thirty-five years we have been making heating 
apparatus—the kind that lasts longer, serves better 
and costs no more. 
Every part is mounted and!'assembled before leaving our 
plant to ensure its praper fitting. 
Niagara Dealers are enthusiastic over this furnace because 
it is laboratory tested from raw materials to finished product. 
They know that it is made right and will perform right. 









Also 


Manufacturers THE 






The Forest City Fdy. 











of FOREST CITY 
Monarch FOUNDRY AND and Manufacturing Co. 

and MANUFACTUR- Cleveland, Ohio 
ae ING CO. Send us complete information on 













1220 Main Avenue Niagara Furnaces at once. 


Cleveland, Ohio 
ead A Ds ook} oe nakesede 6600000683 


When writing mention AMERICAN ARTISAN—Thank you! 






















































































The ‘‘GEM’’ of the World 





This above competition 
quality at a competitive 
price is your best bet for 


this new year. 
HE “GEM” radiator—made by a new, better 


method of moulding with green sand core. 
Better quality and absolute uniform thickness. 
One-piece. 

The “GEM” has a combustion chamber that 
is designed correctly, heavy and properly pro- 
portioned. 

Immense heating surface. Large double feed 
door has seal-tight flange at top and bottom— 
insures absolutely gas-tight joints. 

“GEM” fire-pot is in two pieces with the 
lower pot slotted. Extra heavy and extra deep 
tight joints. Ribbed pot if desired. 

A good sized pan with hinged lid. 

“GEM” grates are clinker proof, easly oper- 
ated and the most reliable on the market. Lever 
shaker handle puts action into entire grate. Also 
furnished with triangular bar grates if desired. 

















Large correctly shaped ash pit and solid one- 
piece base ring attached. 

Every “GEM” is OVERSIZE—measure them 
and see for yourself. 

The “GEM” is easy to case—plenty of room 
to attach casing to front to make quick and 
perfect fit. 


Have us send you our 1926 
Agency Offer NOW! 


ROBINSON FURNACE Co. 
228 West Lake Street Chicago, Ill. 
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Real Profits Come from 
High Quality and from 
nowhere else! 


EALERS who are still enjoying quick profits 
D from quick installations of quickly made 

furnaces that will quickly go on the bum are 
giving themselves black eyes that will stay black 
permanently unless they. start now to sell better 
furnaces and better warm air heating. 


When you stop selling castings and start selling 
warm air heating systems and warm air heating 
service you will start to put yourself on the map 
to stay and your relations with your banker will 
become more pleasant. 


When you start selling Ath-A-Nor quality fur- 
naces you start building a better business and your 
profits become real because of high quality serv- 
ice rendered. 


Ath-A-Nor Furnaces are not excessive in cost. 





The MAY-FIEBEGER [| 
FURNACE COMPANY 
Newark, Ohio 





Say you saw tt in AMERICAN ARTISAN—Thank you! 
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Books to read Now! 


89 Figures— 


245 Pages, 
Cloth, $3.00 


6x9 ins. 





Designing 
Heating and Ventilating 
Systems 
Charles A. Fuller 


Consulting Engineer 


THs new edition, treats the practical application of 
engineering rules and formulas in every day use, in 
laying out steam, hot water, furnace and ventilating 
equipment for buildings of all kinds, presented in a 
simple manner. 

This book explains the heat unit, foot pound and simi- 
lar measures in such a way that the less technical mind 
can readily understand and apply them. 

It also explains in detail exactly the same methods that 
the leading engineers use in determining the sizes and 
proportions of equipment in every day work. The quick- 
est and easiest methods of determining the proper amount 
of radiator surface for 2 room or building of any size 
are described. 

Plumbing and Heating Contractors will find it an in- 
valuable reference book. Every phase of Heating and 
Ventilating treated is developed along the lines of the 
most recent practice. 











—_—— __ 
— 


258 Pages, 
6x9 ins. 


77 Figures— 
Cloth, $3.00 


Furnace Heating 
By 
William G. Snow 
Member: American Society of Mechanical Engineers; American 
Society of Heating and Ventilating Engineers 

THS practical book deals with the different types of 

furnaces, their design, construction and proper in- 
stallation, including warm air, combination heating sys- 
tems, also covering the main Teatures of the one pipe 
or pipeless furnace. 

The author explains in simple English practical infor- 
mation on heating and ventilation of school and public 
buildings, churches, stores, etc. He also covers the 
setting up of furnaces, and describes all types of furnace 
fittings. 


AMERICAN ARTISAN 
620 S. Michigan Ave., Chicago, IIl.. 
EE 
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A better buy... 
wou. acs 
for the user/. . 





FROM every point of view, a Wiechert Warm Air 
Furnace leads the field. Superior design makes 
it right, by every engineering standard. Fuel 
economy and dependable performance can’t be 
assured by anything except such designing. 


APP to that the substantial construction shown by 
the full cast front, the oversize water-pan—the 
convenience of the large feed-doors —the 
strength of the fire-pot, with double-lock joints, 
dust and gas proof. Then compare the price 
with any other high-grade line. You'll see that 
the Wiechert is easier for you to sell—pays you 
a better profit—satisfies the buyer completely! 
RE you going to sell Wiechert Furnaces—or will 
that business go to someone else? Now, before 
you choose your line, write for our dealer’s prop- 
osition. This is your chance to get an early 
start on a sure thing. Gotoit/ Write today/ 


St. Clair Foundry Corp. 


Belleville, Illinois Centralia, Ill. 








Mention AMERICAN ARTISAN in your reply—Thank you! 
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THE HEAT-O-LINE 


N the Heat-O Line of Furnace Boosters, we offer not merely a fan or blower, but a system of air circulation that is 
designed to increase the efficiency of any warm air plant to such an extent as to enable the furnace dealer to sell 
something that perhaps heretofore he has just hoped that he was selling. That big closing argument that you have 
probably groped for time and again, is yours if you will take it. The Heat-O Line of Boosters just naturally means 
fuel economy. When your installations are rm 
Heat-O equipped, you sell your customer a 
chance to put money in the bank every year. 


LIST PRICE AND CAPACITIES—Styles 
A and B HEAT-O BOOSTERS 
Maximum | Dia. Suc- | List Price | List Price 

No. Warm Air/ tion Pipe Style A Style B 


Capacity Collar 
40 400” 8” $170 00 | $190 00 


50 700” 8” 190 00 | 210 00 
60 1300” 11” 375 00 | 405 00 


Prices subject to change without notice. 


Style B Boosters are the same in principle as Style A, except 
that they are used on furnaces having radiators or diving flues 
that hang within 24 inches of the floor. On installations having 








STYLE A BOOSTEh 
A Slot in the Casing installs it. 
















underground ducts, the Style A can always be used. “a ae I 
STYLE © LIST PRICES AND CAPACITIES STYLE C HEAT-O BOOSTERS 
BOOSTERS SIZE No. 20.| No. 22 | No. 24 | No. 28) No. 30 | No. 32 
, SHOE 14x26 16x26 16x30 16x38 16x44 18x45 
“ C. F. M. 700 1000 1300 1600 2000 2600 
FAN 12” 14” 16” 18” 18” 20” 
LIST 


PRICES | $60.00 | $70.00 | $8200 | $115.00 | $130.00 | $145.00 
IF THIS STYLE HEAT-O IS WANTED WITHOUT SHOE, DEDUCT 
$5.00 $6.00 $7.50 $8.25 $9.50 $10.50 


WE FURNISH a fan or blower for all heating and ventilating purposes. 
Every warm air furnace should be Heat-O equipped and prices are such 
that they can now be considered on all of your work. Discounts will be 


quoted upon request. 


Heating Systems & Supply Co., 169-171 N. May St., Chicago, Ill. 


Successors to Heating Service & Supply Co. 








Years of patient study and scientific research have been spent in perfecti 
the Kruse furnaces. One reason for the long life and perfect functioning 
of these furnaces, is the careful welding of all joints. 
There are no lapped seams, inside or out, and no exposed inner edges to 
break down under heat and destroy the efficiency of your furnace. 
OUR KRUSE OIL FURNACE IS OF THE SAME CONSTRUCTION, 
AS OUR STANDARD LINE OF COAL FURNACES, BUT WITH AN 
INCREASED HEATING SURFACE OWING TO THE TUBULAR 
RADIATORS SURROUNDING THE FIRE BOX. 
A furnace, furnishing clean warm air (free from gas, soot and odor), also 
more heat from an equal amount of fuel makes a satisfied customer, and is 
a self advertiser—one furnace installed means, more sales in your territory. 


KRUSE COMPANY 


Welded Steel Furnaces 
INDIANAPOLIS, INDIANA 














NATIONAL AIR MOISTENER 


THE BIG OPPORTUNITY for 1926 


For FURNACE JOBBERS 


ay in Warm 

e 3 

Agency os 
See Furnaces 





Secure It Before It Is Too Late 


Unrivalled Production Facilities Enable Us to Offer 
You a Furnace, Unequalled in Finish and Mechanical 
Precision—and at a Reasonable Price. 


The Cleveland Co-operative Stove Co. 
East 67th St. and Central Ave. Cleveland, Ohio naa ee ee ie, 














When writing mention AMERICAN ARTISAN--Thank you! 
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New Quick Way 


To Clean Furnaces! 


HIS new method for cleaning fur- 

naces and flues cuts your cleaning 
time in half. Now, with people burning 
soft coal for fuel, soot and dust gathers 
in the furnaces and flues rapidly. These 
heating plants must be cleaned. Are you 
prepared to handle this extra business? 


The Sturtevant 
Portable Suction 
Cleaner will enable 
you to offer your 
customers a quick- 
er and better clean- 
ing service. Fur- 
nace men are now 
cleaning from five 
to eight furnaces a 
day by using this 
cleaner and many 
are getting extra 
orders for repair work and new furnaces. 








Here is an opportunity for you to handle more busi- 
ness. Write us today for further information and 
prices on this cleaner. 


HYDE PARK, 
BOSTON, MASS. 


1496 





















You Can Meet 


Every Requirement 


HE VERNOIS line includes both Pipe and Pipe- 
less Furnaces. You can offer every homeowner 
| the precise type, style and size of furnace that will 






give best service in the building where it is to be 
installed. You can meet price competition with a 
quality furnace that will deliver ample heat with- 
out fuel waste. 


Vernois 


Pipe and Pipeless Furnaces 


are built for durability and efficiency with big radi- 
ators, extra heavy combustion domes, two- -piece fire- 
pots and other construction features that insure 
customer satisfaction 
Write for catalog A22 
and dealer proposition 
now. 


MOUNT VERNON 
FURNACE & MFG. 
COMPANY 
Mount Vernon, Ill. 


\ 7 x a 


EE 
Product 





























































TIN PLATE 


100 Ib. ICL 
107 Ib. IC 

128 lb. IXL 
135 lb. IX 


For Warm Aur 
Pipe and Elbow 


Purposes 


Large Complete Stocks 
At All Times 


At our 
Warehouses in 


CHICAGO — NEW YORK 
PITTSBURGH 


Cc. Ss. DAVIS AND 
COMPANY 


INC. 


TIN PLATE-—SHEET METAL 
37th and Iron Streets 
CHICAGO, ILLINOIS 





















































































































When writing mention AMBRICAN ARTISAN—Thank you! 
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ARS 


~O00 FACES 
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DON’T SCATTER THE DIRT 
Paraffin Screens Catch The Dirt 


For Clean Walls Sell 
REGISTER WALL GUARDS 


Write for details today 


NEW WAY 
W, 





























The Finest 
Wood Faces Made 


EVERY Marsh Wood Face is accurate, durable, 
artistic, and yet economical. 
Highest selected lumber from fo ? i 
v0 pad the facilities of large modern plant ae reason 
sony a ee INDEPENDENT REGISTER & MFG. CO. 
pnp Fiat eg seg ph nay Lr er 200-Perry Payne Bidg., Cleveland, O. 


The MapovER, OHO SAVE MONEY AND FLOOR SPACE 


A GOOD LINE FOR THE FURNACE AND 
HARDWARE DEALER 


“ART” Register Shields prevent 
streaked walls and save fuel. They 
direct the heat out into the room 
instead of the ceiling. Standard fin- 
ish oxidized copper. Other finishes 
to order. A 
WAYNE 
WIRE FUR- 
NACE BRUSH used occasionally will 
save ony times its cost in a single 
winter. rite for prices and circu- 
lars today. 

Manufactured by 


SE ee HARDWARE SPECIALTY COMPANY 
2 221 East Berry Street Fort Wayne, Indiana 
Yes, we admit 


it’s Bflcient SAVE MONEY 


it’s pay ec by evhtring from 
| it’s the Vol-Yum register 
for volume Furnacework OUR COMPLETE STOCKS 


for volume Profits. STOVE STEAM & 
Mail coupon today for interesting prices and information. FURNACE REP AIRS 3 WATER 


Shipments same day as orders received 


, : ; : Write for Special Catalog 
OU may send your interesting prices and infor- at 
Ncenien = Vol-Yum registers, and agency proposition 


Street No. ......... 
City and State - ' 201 St. Clair Ave., N. E. Cleveland, Ohio 




































































When writing mention AMBRICAN ARTISAN—Thank you! 
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Of all the registers we have ever 
made, none have taken as well as 
this Cobble face with its Tanbo 
Antique Finish. 

It has at least 4 superior points not 
found in any other register. 

Points that make it sell as no other 
register ever has sold. 


And here’s our old standby, 
Wafer the Number 900 two-piece 


Don’t Forget | 


Here’s that famous 
Thin, all steel wall register 
with the reversible face. 
A turn of two screws and it’s 
a horizontal or a vertical. 


No. small pieces, no rivets. 
Just a fine, smooth face with 
ample air opening. 


That We Make In Our Own Factory 
Every Register We Sell 


| 
: 
| 
| 
| 
: 
| 
: 
| 
3 


704 E. 18th St 


All Steel 


Made for floors, 
baseboard. 

All have self-locking devices. 
All are made from high 
grade, heavy gauge steel, 
that takes a perfection of 
finish, whether Japan, elec- 
troplate or Tanbo. 


wall or 





Semi-Steel 


Face of cast iron, body of 
steel. 

You have all the advantages 
in both looks and strength 
of the cast iron face; all the 
low cost advantages of the 
steel body. 


Tanbo Finish 





All Cast 


For installations where the 
best there is, is none too 
good, all cast iron is the 
thing. 

No rusting out of bodies. 
No rusting and sticking of 
fans. 


All three types of registers made in Tanbo 
Antique finishes. 


Likewise, all the standard finishes. 


TUTTLE & BAILEY MFs Co. 


For Over 75 Years Makers of Registers 


36 Portland St., Boston 
Kansas City 


441 Lexington Avenue, 
New York 


1123-29 W. 37th St., Chicago 
Bridgeburg, Canada 


When writing mention AMERICAN ARTISAN—Thank you! 
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Illustrated a 
CcTUR M 

Book of o- en tauren ecemane STOVE 

Order Blanks Gecun tAa Beets WOTS, HIG AaDe 


STOVE RODS, SMALL RIVETS AND 
HINGE PINS, CATALOG ON REQUEST. 


You'll find this book handy. _It explains 
how and simplifies ordering Stove, Fur- 
nace and Boiler repairs from the— 

Largest and Most Complete Stock 


ORTHWESTER 


STOVE REPAIR CO., CHICAGO Pp A 7 T E. R N oe 


FOR STOVES AND HEATERS 1x woop and IRON 
VEDDER PATTERN WORKS ‘*";;;°"*° TROY, N. Y. 








THE KIRK-LATTY MFG. CO. 
1971 W. 85th St. Cleveland, O. 









































IRON AND WOOD 


STOVE PATTERNS PATTERNS ano aeaters 


THE CLEVELAND CASTINGS PATTERN COMPANY 
QUINCY PATTERN 'C —e CLEVELAND, OHIO 








Those CLINKERS in the Furnace can best be removed by a 














Pat’d Aug. 19, 1919 FEDERAL 
Good profit to dealers. Send S0c for sample and particulars, CLINKER TONGS 
FEDERAL MFG. CO., HOLLAND, MICH. 


Pri Good for 
$15.00 “ize, ,, SOLVED! 
AT LAST! 


The Sheet Metal Contrac- 
tor’s Bookkeeping problem 








































Here is the only bookkeeping system 
that has every transaction on one page. 
Four books in one, including high grade 
indexed ledger, printed on finest buff ledger 
Th paper. These four books cost you at the rate 
e of only $3.75 a year. This book can be started 

any day in the year. The book will pay for it- 

Faultless self in one month. No other system will show a 
m separate record for different departments. No 
Bookkeeping System— bookkeeping experience required to keep this sys- 
tem. You need it. The book that leads them all. 


The only ONE MONTH PAGE Complete Income Tax Record. Your entire record 
esa leaf bookkeeping for 12 months covering every detail of your business 
ON ONE PAGE. 


system known. 
Send Money Order or Check With Order 


SEND AMERICAN ARTISAN 


ORDERS TO 620 SOUTH MICHIGAN AVE., CHICAGO, ILL. 





























When writing mention AMERICAN ARTISAN—Thank you! 
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100% 


Capacity 


Free 


Air 


The Improved 


STEARNS REGISTER 


Ye trsoor taking away any of the quality of our register we 
have given the warm air heating contractor a register that we 
guarantee to deliver 100% capacity. 

Notice that the openings have been greatly enlarged—yet that the 
sturdiness of construction and the unusually neat appearance re- 
mains the same. 

This new Improved Stearns Register is the only register on the 
market possessing an operating device that does not rely on springs 
or tension to be effective. 

The finish is superior in looks and quality. Furnished in all the 
standard electro-plated effects and the latest lacquered finishes. 


Increased Production Facilities 


We have built up a very large business by giving quality and as 
most of our business is by mail we can give you the benefit of a 
lower price. We have increased production and can take on addi- 
tional business. 

The small consumer will find. besides exceptional high quality a 
price that saves him considerable money. 


Write for catalog and price list 
on the Improved Stearns Register. 


STEARNS REGISTER COMPANY 


617 Fort Street - . Detroit, Michigan 

















Say you saw it in AMERICAN ARTISAN—Thank you! 
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This Window Has Helped Build Sales 


Sheet Steel Trade Extension Plan Has One Purpose— 


To Help Increase Business and Profits 


NY sheet metal contractor could 
take pride in this beautiful win- 
dow. But the Accurate Sheet Metal 
Works did not arrange this window 
just to make their shop look beauti- 
ful. It is a matter of plain business 
with them. They have found it a real 
sales builder. It brings customers 
into their store to buy. 
It is interesting to notice that this 
sheet metal firm is using as a part of 
the window display, proofs of the 
Sheet Steel Trade Extension adver- 
tising. These aggressive merchants 
appreciate that this big campaign is 
building sales for them and are making 
the most of it. It is typical of the re- 
sponse being received everywhere from 
progressive sheet metal contractors. 
The big national advertising cam- 


paign is just one phase of the Sheet 
Steel Trade Extension program to 
build sales for sheet metal contrac- 
tors throughout the United States. 
Active work is being carried on in re- 
gard to building codes and specifica- 
tions; many examples are being 
gathered concerning the service ren- 
dered by Sheet Steel installations; 
valuable material has been prepared 
for the use of the contractor for his 
own campaign—mailing pieces, fold- 
ers and newspaper advertisements. 


Every sheet metal contractor should 
be in touch with this business building 
work. Thereare many valuablesugges- 
tions in our booklet “How to Make 
More Money in the Sheet Metal 
Business.’’ Copy will be mailed on 
request. 


SHEET STEEL: 


TRADE EXTENSION COMMITTEE 
OLIVER BUILDING 


PITTSBURGH PENNSYLVANIA. 


When writing mention AMERICAN ARTISAN—Thank you! 
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Nesco Sheets can be had with 


Sana on en, AREY oF RRR MA 
am Es my 


Fourteen important 


furnace are regu- 
lar users of Nesco Sheets. 





Mr. Contractor—Your Cash Drawer 
Is Your Research Laboratory! 


Does your cash drawer tell a story of satisfied customers, 
repeat orders and growing business? Or do you waste 
shop time, material and labor— and endure complaints 
—because your sheets are not all that you might desire? 


Increased standards of inspection and finest workman- 
ship are putting into Nesco Sheets today a workability 
and appearance that will delight you and please your 
customers. Let your cash drawer make the test, next 
time you buy. 


NATIONAL ENAMELING & STAMPING CoO., INC. - GRANITE CiTy STEEL Works - GRANITE CITY, ILL. 
Chicago - Dallas - Davenport - Denver - Kansas City - Los Angeles - St. Paul - St. Louis - Salt Lake City - San Francisco - Seattle 
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EPRECIATION of 

represents one of the largest 
items of expense the property owner 
is called upon to bear, although he 
may not appreciate that fact. Not 
only must he write off a certain per 
cent of the value of the building 


property 


Photo Courtesy New Jersey Zine Sdles, Chicago Branch. 


Roof of Immanuel Baptist Church, 12th and George Streets, Oklahoma City, Oklahoma, Covered with Crimped Horsehead 
Zinc by the B. & H. Passmore Metal & Roofing Company. 


Better Class Buildings Now Being Covered 
With Sheet Metal for Permanence 


Architects of Immanuel Baptist Church, Oklahoma City, 
Favorably Impressed With Sheet Zinc as Roofing Material 


By GEORGE J. DUERR 


each year, but as the building gets 
older, its owner suffers a direct loss 
in the way of decreased return he is 
able to obtain on the building, be- 
cause of the depreciation it has suf- 
fered. 

The fact is, however, that building 


owners are now beginning to see the 
error of their ways in not giving the 
construction materials greater con- 
sideration. They are beginning to 
see the value of building for per- 
manence as well as for beauty 

Any plan or consideration of 
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permanent building materials brings 
the builder in direct contact with 
sheet metal in its various forms. 

As evidence of the fact that sheet 
metal is winning more and more 
favor in the construction of the bet- 
ter class of buildings, the accom- 
panying illustration is presented. 
The picture shows the roof of the 
Immanuel Baptist Church, 12th and 
George Stieets, Oklahoma City, 
Oklahoma, covered with fifty-eight 
squares of 10-gauge crimped Horse- 


head zine of the batten type con- 
struction. The gutters are also made 
of the same material. 

The actual construction work was 
done by the B. & H. Passmore Metal 
& Roofing Company, 110 West 
Reno Street, Oklahoma City, Okla- 
homa. The general contractor was 
C. A. Redinan, also of Oklahoma 
City. 

It is very evident that when archi- 
tects, who have the planning of such 
high-class structures under consid- 
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eration as the Immanuel Paptist 
Church, are willing and anxious to 
employ sheet zinc that is a very 
good sign that sheet metal is win- 
ning its way into popular favor. 

The architect has a reputation to 
sustain and the fact that he is favor- 
ably impressed with sheet metal is 
all the more significant of the popu- 
larity which sheet zinc is beginning 
to enjoy. The zine was furnished 
by the New Jersey Zinc Company 
through its Chicago branch. 


Men in Michigan Simply Go Cut and Sell 
Sheet Metal Roofs 


Michigan Ranks High in Total Num- 
ber of Squares Laid Thruout State 


HE following article is a con- 

tinuation of the article by B. B. 
Popell, Sheet Metal Trade Exten- 
sion Committee, which beyan on 
page 131 of our esac 26th 
issue, 

The contractor nee argues—the 
prospects are always right—but tact- 
fully, he persuades them .that a 
metal roof is indispensable. He lit- 
erally “kids” them into it, as he puts 
it, meeting their every objection with 
common sense arguments and mak- 
ing a final refusal appear ridiculous, 
economically and practically. 

Another thing Stadt considers 
vitally important is proper cost quot- 
ing. He maintains that telling a 
man that it will cost so much a 
square is poor policy, giving him the 
impression that the price is high. 
He invariably quotes in lump sum, 
giving the prospect the complete 
cost. 

Here is the most important part: 
Having secured the job, he takes 
honest pains to make a beautiful and 
lasting piece of work, the theory be- 
ing that each completed roof should 
be additional argument for another. 
A poor roof naturally would be a 
menace to future business and would 
give sheet steel a black eye. 

To make certain that the job will 
be perfect, he secures the best labor 


and pays the highest wages. As a ~ 


further means of securing his men’s 


best efforts, he uses a “bonus” sys- 
tem. Only the best materials are 
used on every job, as double insur- 
ance that good work will result. 

This “bonus” system referred to 
is nothing more than a profit-shar- 
ing scheme which he believes has a 
lot to do with the good work he gets 
from his men. The men get a share 
of the profit after every job, pro- 
‘ided they do a workmanlike job. 
In his town, he sheet-steeled his own 
home, with the result that his fellow 
townsmen followed suit. Practically 
every important building in Berlin 
is, as a result, metal roofed. 

Bill believes that a good field to 
go after is among the fire chiefs. 
He sold two or three officials in 
Grand Rapids on the idea and their 
homes have metal roofs. 

He frankly admits that not all of 
his jobs were good, although the ma- 
jority of them, one dating back to 
35 years ago, are today practically 
as good as new. A few of the roofs 
“blow off” because of poor material 
and inferior workmanship by in- 
sufficiently skilled help. 

The latter is the most serious ob- 
jection to metal roofs—this lack of 
skill. It is the one big handicap 
to the progress of the industry 
throughout the country. 

Argument is heavily in favor of 
the sheet steel roof, according to 
Stadt. 


Firstly, the metal is cheaper per 
square (roofing unit of 100 square 
feet area) than the wooden, the for- 
mer averaging about $10 per square 
to the latter’s $14. There is fur- 
ther saving in the long life of metal 
and the doing away with seasonal 
attention to it. Secondly, the steel 
roof, of course, is fireproof and 
effects further saving from fire, 
common to wooden structures. 

Again—this is part of Bill’s meth- 
od and one of his strongest argu- 
meénts—the metal roof can be put 
right over the old shingles. When 
fully dried, the old foundation acts 
as a means of retaining warmth and 
keeping out cold. Time is saved in 
not taking the old roof off. 

Important, too, is the speed with 
which a metal roof will dry after 
snow or rain. Within a half hour it 
will completely shed moisture, while 
its wooden rival requires infinitely 
more time to dry. 

Also, the steel roof is not so 
heavy. It is lighter to begin with 
and does not become heavily soaked 
with moisture. This cannot be said 
of the competitive materials. 

Another hardware man who has 
made an enviable record in secur- 
ing steel roofing jobs is Mr. Dave 
Allen, a go-getter who has made 
Coldwater practically a steel town. 

This community is a wealthy one 
and has always demanded quality 








January 9, 1926 


regardless of price. Allen took ad- 
vantage of his neighbors’ common 
sense and sold steel shingle roofs 
for every type of structure—homes, 
churches, schools, library, court- 
house and what not. 

After every type of roofing had 
failed on the courthouse, Allen steel- 
shingled it and made good. Then he 
went after every prospect, big and 
small. He talked quality only and 
gave it. His jobs lasted—his busi- 
ness grew—and his profits were big. 
No magic was required—only indus- 
try and workmanship. 


Photo Courtesy 


Not all the successful steel con- 
tractors are the older men, Morris 
R. Ehle of Wayland proves. He 
has been at it for only 13 years, but 
his efforts have resulted in a num- 
ber of fine jobs, including that on 
his own bungalow. 

His methods are based on “slow 
but sure” principles, his idea being 








that one good job is worth more 
than two mediocreones. He uses 29 
and 28 gauge material and recom- 
mends the “double V” 
he thinks is the best for durability. 
This is the usual “V” overlapping 


seam, which 


seam, but is folded once more to 
insure double protection. It re- 
quires more effort but adds life to 
every job. 

He buys material in carloads so 
he may command better service and 
secure greater economy. 

Asked why so few farmers paint 
their metal roofs, he explained that 





Milwaukee Corrugating Company 
Private Residence Having Sheet Metal Tile Roof 


this is due to his lack of funds and 
his unwillingness to add to an al- 
ready big expense. Ehle suggests to 
his customers the roofs be allowed 
to go unpainted for a few months to 
allow the rains to wash off all im- 
purities, after which he encourages 
painting for better appearance and 
longer life. 
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In those rare instances where one 
of his roofs goes bad in any way, 
his practice is to make good, with 
the result that he has the confidence 
of all his neighbors. 

There is but one conclusion to be 
made from the accomplishments of 
these four Michigan contractors. 
They have proved that any man who 
really tries can, too, experience the 
magic results of an honest effort to 
sell sheet steel roofs. Now those 
who were wont to say that “it can't 
be done,” but who never put forth 
any effort, are quieted once and 
for all. 


Lee O. Bailey, Parkston, 
South Dakota, Has Ex- 
panding Business 

Lee O. Bailey, Parkston, South 
Dakota, has recently moved into 
larger quarters to take care of his 
rapidly growing business. 

Mr. Bailey started in the business 
a little over four years ago with 
nothing more than a set of tools and 
has progressed steadily since that 
time. He does a strictly cash busi- 
ness. He credits his good fortune 
to patience, honesty and intelligent 
management. 


Cook County Sheet Metal 
Club to Meet January 15 


The holidays over, the Cook 
County Sheet Metal Club will re- 
sume its meetings twice a month, 
according to Edwin N. Stahler, Sec- 
retary. The next meeting of the 
club will be held Friday evening, 
January 15, at 3100 Belmont ave- 
nue, corner Belmont and Albany 
avenues, Chicago. 

It is very important that all mem- 
bers be present at the meeting, be- 
cause an election and installation of 
officers will be held at that time. 

Secretary Stahler said that in all 
probability George Harms will ad 
dress the club. Mr. Harms needs 
no introduction, as his activities for 
the uplift of the industry have 
spread far and wide. Therefore 
what Mr. Harms has to say will 
prove interesting and instructive to 
all who have the pleasure of hear- 


ing him. 
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Sheet Metal Man Often Called Up to De- 


sign and Erect Fume Disposal Systems 


Contractor Should Learn How to Do This, as He 
Never Knows. What Opportunities It May Lead to 


Written Especially for AmericAN ArtisAN by O. W. KOTHE, Principal, St. Louis Technical Institute, 


N MANY manufacturing plants 

bad odors or fumes are developed 
and these are often very injurious 
to the workmen’s health. This is 
particularly true with lead working 
machines, where melting is done. In 
the illustration is shown a system de- 
signed by one of our friends, Mr. 
George Frederick White, a sheet 
metal man, who at one time said he 
never thought that there was any 
opportunity for such work in his 
locality. 

This is no doubt the attitude hun- 
dreds of other sheet metal men have 
and so pass up opportunities that 
they are not able to develop when 


St. Louis, Missouri 


the opening is there. No one knows 
what buildings will be projected six 
months hence and in the same meas- 
ure no one knows what sort of 
manufacturing plant will establish 
itself in your vicinity that may re- 
quire elaborate piping systems. 

In this case, as our friend men- 
tions, the main pipe could not be run 
through the center of the room, as 
numerous machinery, pulleys, shafts, 
cranes, etc., were in the way ; there- 
fore they spread the mains into two 
divisions, as our drawing shows. 
Personally I think the design is very 
creditable and well worthy of the 
training and intellect put in on it. 


Sheet metal workers should under- 
stand that much of the pattern de- 
veloping this blow pipe work is very 
simple in many instances, but that 
is the smallest part of the work. The 
real task is to proportion and design 
the piping system in such a way that 
the least friction is met with and the 
least power is required to move the 
material. 

In an article of this kind it is very 
difficult to point out features of de- 
sign, hence they are embodied in the 
plan. The hoods in this case are 
made in a rather novel way, espe- 
cially for the large center one, which 
has three different doors. Any per- 
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Design of a Suction Pipe System 
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son who has worked in a print shop 
where considerable linotype work is 
done or even in a plumbing shop 
where considerable lead burning is 
done will know the fumes developed 
are very strong. It is these fumes 
that must be carried away, and so 
hoods are designed to fit the ma- 
chines ; the piping system is run in 


such a way as not to interfere with 
other work, while at the same time 
all connecting with the fan. The 
fan creates the suction and exhausts 
the fumes to the atmosphere. A fan 
can be operated by either steam or 
electricity, just whichever is at hand, 
and, of course, that is also a thing 
a designer must know how to make 


Three Sheet Metal Firms Find Blotter 
Advertising to Bring .Good !Results 


Where Blotter Reaches Executives’, Desks 
It Remains in Sight Until Worn Out 


LOTTER advertising has in the 
past few years enjoyed a very 
greatly increased popularity. Prac- 


One of the foremost advocates of 
the use of the blotter advertising is 
Wellington G. Schrack, 118 North 





A Good ROOF and 
A Good FURNACE 





Makes a Good House 





YW/ELLING G SCHRACK 


118 N. FOURTH ST. 
CAMDEN, N. J. 


“= 6 ye 


Bell Phone 1287 








Wellington G. Schrack, Camden, New Jersey, Is a Constant User of Blotter 
Advertising. 


tically every. line of business has 
taken up this form of advertising 
in first, a small way, and then on 
a large scale. 


Fourth Street, Camden, New Jer- 
sey. Mri. Schrack has the knack 
of saying something both pointed 
and clever on his blotters and they 
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remain on the desks of its recipients 
until fully worn out. Mr. Schrack 
makes a study of blotter advertising 
and has a plan of mailing them out 
at regular intervals. He has ad- 
hered to the plan for many years 
and finds these blotters to be pro- 
ductive of good results. He not 
only mails them out, but he checks 
up regularly to see whether they are 
put to use on the desks. 

Other sheet metal men, too, have 
found this form of advertising 
profitable. R. E. Gordon, 1738 
West Van Buren Street, Chicago, 
has also found blotter advertising 
profitable. The accompanying illus- 
tration shows the type of blotter Mr. 
Gordon uses in his advertising. The 
lettering on the blotter was in color, 
but, of course, in reproducing it, it 
was necessary to make it all black. 
In actual size is a little larger than 
the fac-simile shown. 

In commenting on the value of 
blotter advertising, Mr. Gordon said 
he had found it productive of very 
good results. He has received many 
sheet metal jobs the source of which 
he could trace only to the blotters 
with which he had circularized the 
trade. 

Mr. Gordon, like Mr. Schrack, 
has often checked up to see whether 
his blotters remained on the desks 
of the executives to whom they 
were addressed. He, too, has found 
them much in evidence and is thor- 
oughly satisfied that this type of ad- 
vertising does the work for which 
it is designed very effectively. 





—_ 


Telephone West 4875 


TIN, 





BLOW, SHAVING AND EXHAUST PIPING 
A HEATING AND VENTILATING 


R. E. GORDON 
COPPER AND SHEET IRON WORK <2 


PERFORATED STEEL SAFETY GUARDS 
SMOKE STACKS, BREECHINGS 


GENERAL JOBBING 


1738 WEST VAN BUREN STREET 


CHICAGO, ILLINOIS 





al 





Showing Type of Blotter Used by R. E. Gordon to Promote His Sheet Metal Business In Chicago. 
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I 
Don’t Scratch your head , 
when you are bothered with your roof 





WE SPECIALIZE IN ROOFS 





Central Office Building 








HARRY R. FREEDMAN CO. 
ROOFING CONTRACTORS 


“*We Do Work Everywhere’’ —— PHONE MAIN 6298 


116 East Third Street 








Harry R. Freedman Company Finds Blotter of Value in Its Business. 


Another very effective blotter ad- 
vertisement is that of Harry R. 
Freedman Company. It will be 
noted that this blotter also intro- 
duces itself with a moralizing opener 
that is quite to the point. 

There are, of course, many con- 
tractors who do not favor the use of 


blotters for advertising. Their chief 
objection is that where the blotter 
is sent to the home it does not re- 
main in sight nor is it preserved. 
The opinion is almost universal, 
however, that where the blotter 
reaches the executive’s desk it is 
preserved in sight until worn out. 


Good Will as an Asset—Must Teach 
Customers That Credit Is a Service 


Collection Letters Should Appeal to 
Pride in Name of Good Credit Standing 


By C. H. THOMAS. 


OOD will is something that is 

not bought and sold, but some- 
thing fairly tangible and that every 
business needs. A set of four very 
interesting and valuable collection 
letters are herein given that will help 
your business, if used as directed. 

Credit is not a commodity, and 
cannot, therefore, be sold as such; 
credit is a service and nothing else, 
and that is the idea that must be 
borne in mind continually in the 
writing of collection letters. The 
idea can be sold, but credit itself 
cannot. When you make a man be- 
lieve that a good credit standing is 
one of the best assets he can pos- 
sibly possess, then you will accom- 
plish results. Keep your credit good 
and business will prosper you well in 
the new year. 

Here is a letter sent out by a cer- 
tain firm; it is brief, and to the 
point, and represents this idea as 
well as anything that could be put 
down. 


“Dear Sir: What does a good 


credit rating mean? 





“It means—confidence, faith, a 
good name, esteem, honor, prestige, 
influence, and trust. With these 
things a man builds his citizenship, 
stands four square among his fel- 
lows. 

“Without them he by degrees 
eliminates himself from the affairs 
of life. A little leak has often been 
known to destroy a strong dam. 
Stop the little leak by paying the 
enclosed bill now, and thereby pro- 
tect your credit. 

Very truly yours, 
( Your name here).” 

This letter may be used as desired, 
according to your needs in the busi- 
ness. Here is another the same 
dealer will send out to many of his 
accounts early in the New Year. 
“Dear Sir: 

“The last six months of 1925 
show a substantial gain in our busi- 
ness as compared with the first six, 
or with the last six of 1924. 

“For this we want to thank you. 

“It looks as though business is go- 
ing to continue its steady improve- 
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ment. More and more people are 
coming to realize that only in quality 
merchandise and quality work is 
there economy and worth and satis- 
faction. We trust that the times are 
bright with you; all good wishes for 
your continued success. 

“Likewise it is merely an over- 
sight that your account with us is 
now somewhat behind. We take this 
occasion to call the matter to your 
attention. Thanks, very much in- 
deed. Sincerely, 

(Your name here ).” 

This, certainly, is handling the 
customer with kid gloves. He ap- 
preciates it more than you can real- 
ize. The dealer takes it for granted 
that the age of the account is merely 
an oversight; “Thanks very much 
indeed,” he says, also taking it for 
granted that a check will be immedi- 
ately forthcoming. It probably will; 
whereas, the reverse would be the 
case if the matter were handled in a 
severe manner, as it so often is. 

And the letter immediately fol- 
lowing has been used with success 
quite often, by some dealers, 

“Dear Sir: 

“An account is somewhat like a 
train, they are both late at times. 
We are sending this letter along be- 
cause your account with us is a little 
overdue, and we're asking you, just 
as you would ask the station master, 
‘What time do you guess she'll roll 
in?” 

“How about making out your 
check, and saying, Here She Comes 
Now.” Sincerely, 

( Your name here).” 

This will put the customer in a 
good humor and that is what you 
want to do, is it not; money paid in 
a good frame of mind has a way of 
leaving a good taste in the mouth. 

Here also is the last and one that 
is sO very important; it contains a 
message that is well put, yet not so 
severe that any one could take of- 
fense. 2 
“Dear Sir: 

“When a man buys merchandise 
and orders it charged, or has work 
done by us at his home or place of 
business, and charged to his account, 
he wants the merchandise delivered, 
or the work done, just as promptly 
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as if he were putting down the cash 
for it. 

“Now, by the same token, hasn’t a 
merchant the same right to expect 
his money when it is due? And that 
without having to ask for it? There 
is a certain amount of embarrass- 
ment when a merchant finds it nec- 
essary to ask for money; and yet 
he has to do it, for money is the 
grease that turns the wheels of busi- 
ness. 

“Won't you act as a filling station, 
and give us a good turn to-day? 

Very truly yours, 
(Your name here).” 

The above four letters are not 
copyrighted and may be used by any 
one and [| feel sure that they will 
easily recommend themselves to all 
who read them. 





H. B. Sherman Manu- 
facturing Company, Battle 
Creek, to Enlarge Plant 


The H. B. Sherman Manufactur- 
ing Company, Battle Creek, Michi- 
gan, makers of brass goods, is an- 
nouncing to its customers a program 
of expansion. 

The present plant of the company 
will be completely remodeled. New 
buildings will be added, and the en- 
tire facilities will be brought up to 
date. 

The following paragraph is taken 
from the letter sent out to the firm’s 
customers : 

“Being mindful that our success 
reflected in this expansion is due to 
the loyalty and confidence of our 
customers, we take this occasicn to 
thank you very warmly for what- 
ever part your patronage has had in 
helping us. And we earnestly hope 
to continue serving you with in- 
creasing satisfaction and profit for 

‘both of us.” 





Wife of H. W. Symonds 
of Symonds Register 
Dies January 6 

The sympathy of the entire sheet 
metal and warm air heating fra- 
ternity has gone out to Mr. H. W. 
“Herb” Symonds, of the Symonds 
Register Company, St. Louis, Mis- 
souri, in his deep sorrow caused by 
the sudden death of Mrs. Symonds, 





Tuesday afternoon, January 5, 1926. 

Mr. Symonds is known to mos¢ 
of the men in the trade and many 
industry had made the acquaintance 
of Mrs. Symonds, who always ac- 
companied her husband on his trips 
to the national conventions. She 
was present at the convention of the 
National Association of Sheet Metal 
Contractors held at Atlanta,Georgia, 
last June. 

The following is a copy of cards 
sent out to the members of the local 
associations, also the Sheet Metal 
Men’s Club, of which Mr. Symonds 
is a charter member and was always 
present with his wife at the monthly 
gatherings : 

“It is with profound sorrow that 
I announce the death of our beloved 
friend, Mrs. H. W. Symonds, Tues- 
day afternoon, the 5th day of Janu- 
ary, Nineteen Hundred and Twenty- 
Six.—A. P. Faessler.” 

The immediate cause of Mrs. Sy- 
monds’ untimely demise was not 
given out. 





Lyal Lauth Buys 
Sheet Metal Business 
of His Father 

Joe Lauth, sheet metal contractor 
and warm air furnace installer at 
Pontiac, I!linois, has sold his busi- 
ness to his son, Lyal Lauth, who will 
conduct the business henceforth un- 
der his own name. 

The elder Lauth has been in busi- 
ness for 28 years during which time 
he has built up a very profitable 
clientele. 

It will be recalled that Mr. Lauth 
won one of the four prizes offered 
last year by AMERICAN ARTISAN for 
the best photographs of uses of sheet 
metal. 

Electrical Engineer American 
Steel & Wire Company 
Dies at 48 

Benjamin Hudson Ryder, elec- 
trical engineer of the American 
Steel & Wire Company for the past 
twenty-four years, died suddenly 
December 26th. He was widely 
known in the electrical and railroad 
circles of the country. Was born in 
Hudson, New York, December 3, 
1877. 
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Brake Shear. 


From Northern Corrugating Company, 
Green Bay, Wisconsin. 


Please advise us who makes a 
hand slitter to cut sheets when same 
are placed in a cornice brake. 

Ans.—Double Duty Elbow Com- 
pany, 60 Wilder Street, Aurora, 
I}linois, and Maplewood Machinery 
Company, 2638 Fullerton Avenue, 
Chicago, Illinois. 

Malleable Iron Targets. 
From L, E. Miller, Goodland, Indiana. 

Can you tell me who makes mal- 
leable iron targets for shooting gal- 
leries, such as small birds, ducks, 
animals, etc. ? 

Ans.—H. C. Evans Company, 
1522 West Adams Street, Chicago. 

Smoke Pipe Check Dampers. 


From Automatic Heat Corporation, 11 
Broad Street Viaduct, Jacksonville, 
Florida. 

Who makes check dampers for 


bolting to the smoke pipes, from 6 
to 9 inches? 

Ans. — Adams 
buque, Iowa. 


Fire Proof Rolling Steel. 


From Fred Lanz, South Jackson 
Street, Monroe, Wisconsin. * 


Please iniorm me who makes fire 
proof steel rolling shutters for use 
on elevator shaft openings; those 
that have passed the Fire Under- 
writers’ Code. 


Company, Du- 


Ans. — Kinnear Manufacturing 
Company, Columbus, Ohio; The 
Moeschl - Edwards Manufacturing 
Company, Covington, Kentucky; 
Variety Fire Door Company, 2958 
Carroll Avenue, Chicago, Illinois, 
and George W. Johnson Manufac- 
turing Company, Kansas City, Mis- 
souri. 

Raised Panel Letters for Electric 

Signs. 
From Cordele Sheet 


Cordele, Georgia. 
Will you kindly inform us who 


makes raised transparent milk glass 
letters, such as are used in electric 
signs ? 

Ans.—George Sterre, 434 South 
Dearborn Street, Chicago. 


Metal Works. 
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C. F. Baugh came in to get ac- 
quainted one day this week. Mr. 
Baugh, you know, is the gentleman 
from Chicago Heights who has been 
engaged by The Meyer Furnace 
Company to represent them in the 
Cook and Lake county district of 
Illinois. Mr. Baugh’s brother has 
represented the company in North- 
ern Illinois for a long time, but his 
territory was very large for one man 
and for that reason Mr. C. F. Baugh 
was engaged to represent the com- 
pany in the Chicago territory. 

I certainly appreciate having these 
men call on me in this way. as it 
puts me in much closer contact with 
the happenings in the industry than 
1 could otherwise gain. Then, too, 
I like to feel the grasp of their 
hearty hand shakes, because they 
are always so expressive of a real 
bond of friendship. I certainly wish 
Mr. Baugh the successful prosecu- 
tion of his new duties. 

* * x 

R. E. Kelm, Milwaukee, Wiscon- 
sin, has a wonderful sense of hu- 
mor. This fact was very forcibly 
portrayed recently while he was 
traveling through Wisconsin in an 
effort to obtain memberships for the 
Wisconsin Sheet Metal Contractors’ 
Association. Mr. Kelm had been 
stranded over Sunday and stepped 
into a friendly church during serv- 
ices in order to improve his time. 
Here’s what he heard : 

The preacher, who was closing 
one of his sermons, said: “Let all 
in the house who are paying their 
debts stand up.” Presently every 
man, woman and child, with one 
exception, rose to their feet. 

The preacher seated them and 
said: “Now let every man not pay- 


ing his debts stand up.” The excep- 
tion, a careworn, hungry-looking 
individual, clothed in last summer’s 
suit, slowly assumed a perpendicu- 
lar position. 

“How is it, my friend,” asked the 
minister, “that you are the only one 


Sidney Arno/o 


is sensibility; warm, tender fellow-feeling Prt 
with all hd. of existence.”—Carlyle. y 
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not able to meet his obligations ?” 


“I run a newspaper,” he an- 
swered meekly, “and the brethren 
here who stood up are my subscrib- 
ers, and—” 

“Let us pray,” 
ister. 


exclaimed the min- 


x * 


E. B. Langenberg of Langenberg 
Manufacturing Company, St. Louis, 
Missouri, paused to watch a small 
colored youth who stood on one 
foot, inclined his wooly head far to 
one side, and pounded vigorously on 
his skull with the palm of his right 
hand. 

“Hello, kid,” grinned Langen- 
berg, whose memory was carried 
back to his own boyhood days by the 
familiar action. “What are you do- 


ing?” 

“Got watah in ma ear,” announced 
the boy. 

“Oh-ho,” laughed Langenberg, “I! 


know just how that is. I often have 
felt like that after being in swim- 
ming.” 

“Swimmin’ nuffin’ !” 
claimed disdainfully. 


eatin’ watahmilyun.” 
ok ok * 


the youth ex- 
“Ah_ been 


While traveling through Nebras- 
ka, Dave Farquhar stopped a farm- 
er with the idea of finding out where 
he could get a drink. This is what 
he learned : 

Dave—“Is it dry out here, Si?” - 

Si—“Yep; so gol darned dry out 
here you haf to pin the postage 
stamps on the letters to keep ’em 
from falling off.” 

x * * 

Destructive criticism serves no 
useful purpose, according to E. F. 
Glore of Abram Cox Stove Com- 
pany. Indeed, he says, it is oft a 
boomerang for the discomfiture of 
those who use it, as in the following 
incident which he related to me: 

The governor of the prison was 
escorting a party of lady visitors 
through the building. They entered 
a room where three women were 
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busy sewing. As they turned to 
leave, one of the visitors said: 

“What vicious looking creatures! 
What are they in for? They really 
look capable of committing almost 
any crime.” 

“Well,” slowly replied the gover- 
nor, much embarrassed, “you see, 
they have no other home. This is 
my private sitting room, and they 
are my wife and two daughters.” 

aK * * 

“During a business trip to the 
Southwest,” says R. W. Blanchard, 
“T had occasion to call upon a grocer 
in one town. I was watching a 
rather languid man do up a pound 
of butter, and for want of anything 
else to say at the moment, asked: 

“ “How long has that clerk worked 
for you?’ 

“‘About four hours, I should 
say,’ was the unexpected answer. 

“*T thought from his manner that 
he had been here longer than that.’ 

““He has,’ said the grocer. ‘He 
has been here for four months.’ ” 

*x* * ® 

“Mother,” said Ros Strong’s 
young son after coming from a 
walk, “I’ve seen a man who makes 
horses.” 


“Are you sure?” asked his 
mother. 
“Yes,” he replied. “He had a 


horse nearly finished when |! saw 
him ; he was just nailing on his back 


feet.” 
Oo oe * 


If I were asked to state what I 
consider the most important faculty 
of human nature, I would not hesi- 
tate to specify the imagination. This 
is a power truly magical. It deepens, 
broadens and enriches life daily and 
hourly it works the miracle of hap- 
piness in the poorest circumstances. 

A Little Imagination 
A little imagination, and dreariness 
falls away, 
And that which was toil and trouble 
suddenly turns to play; 
A little imagination, and hunger and 
thirst and pain 


Are lost in beautiful visions of manna 
and dew and rain. 


A little imagination, the sordid and 
dry and stale 

Turn to a mystic morning gleaming a 
fairy tale; 

A little imagination, and that which 
was only strife 

Walks over the hills of the common- 
place unto the gardens of life. 
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Successful Salesmanship De- 
pends Upon Coordination 


UCCESS in salesmanship does not depend solely upon 

the personality and personal magnetism of the sales- 
tian. A successful sales organization is only able to be 
successful because of the unity and codrdination of the 
individual forces. 

You may say that there is only one directing mind back 
of the whole sales effort. True enough, the sales policy 
is evolved in the mind of the sales manager, but the span 
between an embryo plan and an accomplished fact is so 
great that the chances of bringing the most brilliant and 
promising plan to a successful conclusion is problemati- 
cal. The sales resistance encountered between production 
and consumption is so complex that no sales manager or 
directing head has the time or physical energy to follow 
each process through to its conclusion. He must depend 
vpon the codrdination of effort of his subordinates to 
take care of the details. The extent to which he has 
developed discipline and the desire to codperate will de- 
termine the extent of the success of his organization over 
any period of time. 

Napoleon was a successful general only because he un- 
derstood the art of delegating responsibility. He had 
the courage to let others take care of the details, while he 
himself did the directing. He had the ability to train 
an organization. Single handed he was lost. He could 
never begin to take care of all the minor but necessary 
details to the fighting of a successful battle. He knew 
it was impossible. 

A commander of one of Uncle Sath’s battle ships of 
the line is not only responsible for the ship’s safety at sea 
but also for its successful functioning as a protector of 
the nation. 

It would be a physical impossibility for him to even go 
through all the motions necessary to accomplish what he 
ordinarily accomplishes through the aid and co6dperation 
of others. 

Or if you like, “Red Grange” could never have made 
his spectacular successes if it were not for the other ten 
men who supported him on the machine. Alone he would 
have been as helpless as a new born baby against the 
opposing eleven. His functioning depended on the 
support he got from his teammates. 

So, too, is the head of a sheet metal or warm air fur- 
nace installation business. Without the codperation of 
his helpers he must do the detail work himself. Physical 
work requires human energy. Energy spent in doing 
physical work is not available for mental activity. The 
successful direction of a business of any kind requires 
mental activity. Therefore if the available energy is 
consumed in physical work, there is nothing left with 
which to do the work of directing; consequently the 
business affairs, and less work is accomplished in the 


The full value of your time 


sum total of time spent. 
must be appreciated. 

Looked at in this light, the executive can readily ap- 
preciate the necessity and advisability of developing not 
only a sales organization but his entire machine to a point 
where he can delegate responsibility in several directions 
without fear that this or that department will fall down 
at the critical time. 

Co6érdination of effort means that the work is going 
on in the several departments of the organization simul- 
taneously and as efficiently as each individual job would 
be done were the director himself doing it. The direc- 
tor’s mind must be free from detail in order to plan a 
successful sales campaign and the extent to which it is 
free will determine the success of the project in the 
final analysis. . 





Watch Credit Standing of 
Your Customers 


N OUR last week’s issue there appeared an article on 

the necessity of watching credit. The need for pru- 
dence in extending credit cannot be over emphasized. 
The very existence of the entire business structure de- 
pends upon a sound credit policy. 

Every one who has sound business judgment recog- 
nizes the need for a careful credit policy. On the other 
hand it is exceedingly easy for the unwary business man 
to extend credit first to a very select group of people 
whom he “thinks” are all right and finally finding him- 
self so bound up with “frozen” credits that to continue 
in business is impossible without a rearrangement of 
some kind, 

If you think that the installment plan of selling is 
justifiable, use it; but in so doing by all means also use 
discretion and charge interest on your investment. If 
there is a doubt in your mind about the extension of 
credit to any particular individual and a sale hangs on 
the extension of credit, seek advice about that indi- 
vidual’s ability to successfully carry out the plan of 
financing in question before committing yourself. It 
would be decidedly far better to lose a sale where there 
was a question about the payment being properly con- 
cluded than to take the job only to find that the cus- 
tomer was a dead beat or at least a poor risk after you 
had completed your work. 

Credit is a very convenient instrument, but it generally 
proves disastrous where its use is abuesd. Watch it 

Your own credit, too, is also very important. You can- 
not hope to maintain your standing financially unless 
you make provision with your bank to discount your own 
bills promptly. Not to discount bills is an unpardonable 
negligence aside from the fact that it is a very costly 
proposition. A man who discounts his bills even though 
he borrows money to do it builds up a mental psychology 
that will produce success. 
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Excelsior Executives, Branch Managers 
and Sales Force Visit Hart & Cooley 


Enlarged Plant 


Trip Included Visit to New York City and 
Washington, D. C., and Was Enjoyed by All 


HE long anticipated trip of the 
sales force, executives and 
branch house managers of the Ex- 
celsior Steel Furnace Company, Chi- 
cago, for a visit of inspection to the 
enlarged plant of the Hart & Cooley 
Company, register manufacturers, 
New Britain, Connecticut, proved a 
reality on December 5th, last, when 
fifteen members of the Excelsior 
family bearded a Special Pullman in 
Chicago. 








The party was met the following 
day at Hartford, Connecticut, by 
officials of the Hart & Cooley Com- 
pany and driven to Farmington, 
Connecticut, where an elaborate ban- 
auet was served at the Farmington 
Club with the company named as 
hosts. A special menu with names 
of both guests and hosts thereon 
proved of interest. A very hand- 


some souvenir in the form of a 


pocket knife manufactured in New 
Britain was presented to each guest. 
This useful memento will serve as a 
constant reminder of the splendid 
reception given the Excelsior party. 

The dinner was followed by a dis- 
cussion of business conditions which 
were declared excellent, with pros- 
pects for 1926 remarkably favorable 
for manufacturers of furnace pipe 
and registers. 

The stay at New Britain was one 


of great interest, including the in- 
spection of the Hart & Cooley 
greater plant, containing a large 
amount of special machinery de- 
signed and manufactured by the 
company in question for the eco- 
nomical preduction of steel registers 
and grilles. Following the inspec- 
tion, the party motored to New 
Haven, Connecticut, was entertained 
at luncheon at Hotel Taft and then 


taken for a ride about the city The 
itinerary included a visit to the 
campus of Yale University and also 
the famous Yale Bowl. 

The trip from New Haven to 
New York City was made in a par- 
lor car accompanied to the metrop- 
olis by Vice President J. H. Robin- 
son of the Hart & Cooley Company, 
and R. W. Blanchard, secretary and 
manager of the branch house in Chi- 
cago of the company named. 





Top Row Standing—R. C. Twitchell, L. M. Jones, A. G. Scherer, H. S. Hart, A. W. Glessner, Phil Bratton, A. H. 
Johnson, J. H. Robinson, A. B. Glessner, Stanley Hart, John J. Holub, i Fehlig, F. P. Usher. 

Geo. F. Nightengale, R. H. Bristol, E. S. Johnson, Howard Wessell, W. 

Barnes, H. W. Maier, S. Covell, W. R. Lawson, John Fehlig, Jr., Ralph W. Blanchard. 
* Charles E. Glessner. 


Front Row Standing— 


. Prendergast; Joe Kanak, Joe Goldberg, C. W. 


Kneeling —H. C. Middleton, 


The two days spent in New York 
were filled with entertainment, in- 
cluding sightseeing trips, dinner and 
theater parties, after which another 
special Pullman was boarded for 
Washington, D. C., where the at- 
tractions of the national capital and 
environment including Mt. Vernon, 
were enjoyed, the return trip to Chi- 
cago being made in a special sleeper. 

All enjoyed the trip hugely and 
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the Excelsior company plan to make 
other trips during coming years. 

While in New Britain the Excel- 
sior company placed with Hart & 
Cooley specifications for ten car- 
loads of Hart & Cooley registers, 
which is claimed to be the largest 
single order ever placed for this 
commodity. 

Photographs were taken of the 
party and a copy of the same pre- 
sented to each member thereof. 


. At a meeting of the directors of 
The Excelsior Steel Furnace Com- 
pany, Chicago, held at the general 
offices of the company on Wednes- 
day, January 6th, the following offi- 
cers were elected for 1926: 

President, A. W. Glessner; Vice 
President and Superintendent, A. G. 
Scherer; Secretary and Treasurer, 
C. E. Glessner; Assistant Superin- 
tendent, J. J. Holub. 

The company recently closed the 
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largest and most successful year in 
its history, say officials, and it is 
looking forward to a still greater 
year in 1926. Its enlarged plant in 
Chicago will soon be in full opera- 
tion furnishing facilities for the pro- 
duction of more than a million dol- 
lars worth of furnace pipe annually. 

A. W. Glessner leaves on the 14th 
of January for Florida, where he 
will spend the winter, returning to 
his desk on April Ist. 


Local Warm Air Furnace Newspaper 


Advertisements Show Some Improvement 


Installers Now Getting Idea of Selling Sys- 
tems from Angle of Comfort and Utility 


NE of the things the warm air 

furnace installer has not yet 
reached absolute proficiency in is the 
furnace advertisements which he 
turns out for his local newspapers. 
There are some mighty good ads 
turned out by these men, but these 
are still the exception rather than 
the rule. So far they have not yet 
grasped the true significance of ad- 
vertising and what it can do for 
their business. 

They do not yet fully realize that 
they are not selling the customer so 
many castings that go to make up a 
heating plant. They have partially 
overlooked the fact that their pri- 
mary object is to create a desire for 
the type of heated home which is 
only made possible by using a warm 
air heating system. 

As mentioned above, there are 
often some very good advertise- 
ments turned out by the furnace in- 
staller. But there must be more. 
And the only way that highly de- 
sirable result can be brought about 
is by the furnace installer himself. 

In many cases the furnace manu- 
facturer has relieved the installer of 
his responsibility in this respect by 
sending him advertisements already 
written. This is very fine for the 
installer, but nevertheless, it is 
thought that he should take sufficient 
interest in the writing of his copy to 
learn thoroughly what he has to sell. 


By so doing he will become more 
thoroughly sold on the proposition 
himself and will be better able to 
sell his customers. He can very 
easily do this by following closely 
the work of the research men, both 
past, present and future. This will 
give him talking points that will 
convince. He will himself really 
believe what he says and his con- 
versation will be natural and per- 
suasive, resulting in more sales for 
the industry. 

Under these circumstances, if he 
writes his own ad copy, said copy 
will be more personal and natural, 
because of the more intimate under- 
standing he will have of the prospect 
he is trying to reach than the manu- 
facturer at long distance could pos- 
sibly do. 

The iilustration on the next page 
is a group of warm air furnace 
advertisements used by local install- 
ers in various sections of the coun- 
try. They were selected at random 
and there is no way of telling just 
which ones were written by the in- 
staller himself or by the engineering 
department of his furnace manu- 
facturer. 

They will be identified by the 
small black numbers which appear 
at the bottem of the ads. 

Number 16 was taken from the 
Wellsburg, West Virginia, Herald ; 
No. 17, West Union, Ohio, Defend- 


er; 18, Williamsport, Pennsylvania, 
Sun; 19, Green Springs, Ohio, 
Echo; 20, Hazelton, Pennsylvania, 
Standard-Sentinel ; 21, York, Penn- 
sylvania, Dispatch ; 22, Belle Center, 
Ohio, Voice; 23, Brookville, Penn- 
sylvania, Republican; 24, Youngs- 
town, Ohio, Telegraph ; 25, Lansing, 
Michigan, News ; 26, Sharon, Penn- 
sylvania, Telegraph; 27, Columbus, 
Ohio, Columbian; 28, 
West Virginia, West Virginian ; 29, 
Brookville, Pennsylvania, Democrat : 
30, Mt Kees port, Pennsylvania, 
News; 31, Bremen, Indiana, En- 
quirer ; 32, Towanda, Pennsylvania, 
Review; 33, Carmel, New York, 
Courier. 

Whether these ads are good or 
bad it is not attempted to indicate at 
this time. They are representative 
of the industry at the present 
writing. 


Fairmont, 


Helen Jeanette Glessner 
and Luke MacNamee of 
Excelsior Family Die 

Sorrow reigns profound in the 
family of the Excelsior Steel Fur- 
nace Company, Chicago, generally 
and in the immediate family of C. E. 
Glessner, secretary and treasurer of 
the company. This bereavement is 
caused by the death of the little 4- 
year old daughter of Mr. and Mrs. 
C. E. Glessner, Helen Jeanette, and 
the death of Luke D. MacNamee, 
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$3 Years Of Successful Business 


Uharnock & Beebe 
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We have a wonderful line of the 
best including the 


Peninsular Warm Air 
Circulator or 


Parlor Furnace 
And the Famous 


Florence Hot Blast 


We are also agents for the Holland Furnace 
; and will furnish expert people to install them 
and do repair work. 


Huber «& Meyer 
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DoGive Good Service 


Pipe 
and Pipeless Furnaces insure years of most satisfac- 
tory service. 


You can not appreciate the strong features of these 
furnaces until you see them. Our showroom is open gt 


all times for your inspection. 
Spouting, Roofing. Metal Work, Slate Reefs 
Repaired and Replaced 


J. J. WELTEROTH 
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Healthful Home Heating 
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The price is very resonable considering the ¥ 
quality. Kindly call and see one on the floor. 
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Everything in Hardware, Implements: 
Stoves and Ranges. 


T. H..ELDER & SON 
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Let as explain to yoo the better points of the Premier Purnase bell | 
install both the pipe and pipeless model, We aun chew you Rew | 


to get more heat out of your fech—ciean, ssaitery, humid beat, 


Ash Us About Al Kings of Furnace Work 
Ceratce Skylights Roofing. Spoeting Fre 
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Manager of the Furnace and Engi- 
neering Department of the Excelsior 
Steel Furnace Company. 

Little Miss C'essner died January 
5, 1926, from a hemorrhage follow- 
ing an operation for the removal of 
her tonsils. She was born Decem- 
ber 16, 1921. The funeral was 
strictly private and was held Janu- 
ary 7. 

Mr. MacNamee died January 7 at 
his home, 5559 West Lexington 
Street, Chicago He was 30 years 
of age and had been in the employ 
of The Excelsior Steel Furnace 
Company since a youth of eighteen 
or nineteen. He rose from the posi- 
tion of an office boy to that having 
charge of the furnace department 
during which time he developed into 
a heating engineer of the first rank. 
At time of his death he had had 
practical charge of that department 


of the Excelsior business for a num- 
ber of years, during which time he 
superintended the preparation of 
plans for many important warm air 
heating installations. 

His sudden death will prove a 
shock to his many friends and it is 
a sad blow to his associates in the 
Excelsior company, to whom we ex- 
tend our sincere sympathy. 

Mr. MacNamee leaves his widow, 
Helen, two sisters, Patricia and 
Ethel, and two brothers, Leo and 
George, to mourn his death. He was 
a member of the Charles Carroll 
Council No. 761, Knights of Colum- 
bus. The funeral was held at 9:30 
a. m. today. 

The sympathy of the entire indus- 
try attends Mr. and Mrs. Glessner, 
Mrs. MacNamee and the brothers 
and sisters of Mr. MacNamee in 
their time of. sad trial. 


Temperature of Air Determines 
Extent of Its Thirst for Water 


The Higher the Temperature, the 
More Water Required to Satisfy Thirst 


By WILLIAM SCOTT, The Waterman-Waterbury Company. 


HAT is meant by forty per 
cent humidity? Don’t all speak 
at once, lest there be disagreement. 

Air is thirsty for water, and the 
hotter it gets, the greater its appe- 
tite. A cubic foot of air at 0 de- 
grees temperature requires half a 
grain of water to satisfy its thirst. 
Less will leave an unfilled want; 
more cannot be absorbed. 

At 70 degrees F., the cubic foot 
of air becomes hungry for eight 
grains of water. If it gets this 
much, it is satisfied and said to be 
saturated. Its thirst is 100 per cent 
gratified, and this is termed 100 per 
cent relative humidity. If the cubic 
foot of air at 70 degrees, has only 
four grains of water, its thirst is 
only half satisfied, and that condi- 
tion is known as 50 per cent humid- 
ity. Forty per cent humidity means 
that the air has forty per cent of the 
water that it craves. It could hold 
60 per cent more. 

Now, suppose your house contains 
10,000 cubic feet, and the air enters 


at zero fully saturated, though it 
never has quite so much moisture. 
Your 10,000 cubic feet of air, be- 
fore the furnace is lighted, would 
hold one and three-sevenths pounds 
of water. When the furnace raises 
the temperature to 70, the air will 
crave ten pounds more of water, 
which it will extract from the furni- 
ture and inmates of the house if not 
otherwise furnished. The air seeks 
100 per cent humidity, but the full 
amount cannot be had. So a com- 
promise is necessary. 

After laborious experiments, the 
fact has been established that if the 
air can get 40 per cent of the water 


that it wants, it will not do damage _ 


either to the human body or to 
furniture. Hence, four, instead of 
ten pounds will suffice for this house 
of 10,000 cubic feet. This is about 
two quarts of water, which seems a 
small amount until we are reminded 
that all the air escapes every hour, 
and that this two quarts must be 
evaporated twenty-four times a day, 
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making tweive gallons of water daily 
for a house of 10,000 cubic feet. 





Two Opportunities 
for Installer to Start 
Year Off Right 


The following article was taken 
from the January issue of The 
Furnace Installer published monthly 
by the National Warm Air Heating 
and Ventilating Association. 

“There are two good opportuni- 
ties for live warm air furnace deal- 
ers to start the year off with a bang. 

“Number 1. Many people who 
began the winter with an old furnace 
which they thought would go 
through until next spring all right 
now find, after several weeks of 
service that it is weakening under 
the strain. A few weeks of cold 
weather has brought out defects. 
Check up the installations in your 
territory. Bring intensive sales ef- 
fort to bear upon the homes which 
you know have old furnaces. Per- 
haps you went after those prospects 
in the fall. But, by this time the 
owners in some of those homes are 
probably in a different frame of 
mind. A few days of discomfort is 
a great sales argument. Dealers 
are finding that here is a field that 
cffers promise for January replace- 
ment sales provided it is gone after 
vigorously and with good salesman- 
ship. 

“Number 2. Sort out from the list 
of homes that have warm air fur- 
naces in your territory those with 
outside air supply. After you have 
done that, you have a list of live 
prospects. With intensive effort 
and good judgment in selling a satis- 
factory number of those prospects 
can be sold on the idea of changing 
their system to cold air returns from 
one or more of the rooms. 

“Already dealers are booking an 
attractive amount of such repair 
work for January; jobs that will 
cost from $20.00 to $50.00. And, 
in addition, to this added volume of 
business there is nothing that will 
enthuse a warm air owner over the 
system that he has more than the 
satisfaction it gives with proper cold 
air return, especially if he has strug- 
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gled for several years with the old 
outside air system. It makes friends 
for warm air; it produces satisfied 
customers who will come to you, 


AMERICAN ARTISAN AND HARDWARE RECORD 


without sales effort on your part 

when the furnace needs replacing. 
“To make sure of the results, 

however, make every job a Standard 





January 9, 1926 


Code job, then you will know that 
it will give satisfaction and that no 
extra service will be necessary on 
your part to reduce the final profit.” 


Furnace Installer Convinces Architect of 
Superiority of Warm Air Heat 


Scatters Skepticism to the Winds and Per- 
suades Architect by Presenting Irrefutable Facts 


HE following article is a repro- 
duction of a conversation be- 
tween a warm air furnace installer 
and an architect. Time—About 
4:30 p. m. Place—In architect's 
beautifully decorated private office. 
Talking — J. S. McCabe, a well 
dressed warm air furnace installer. 
Listening, skeptical but interested 
B. A. Hegeler, well known architect. 
“Mr. Hegeler, I understand you 
are taking bids on a residence for 
Larson, at No. 458 Balkema Street, 
and I would like to interest you in a 
warm-air system. I know you are 
skeptical about the warm air system 
—and rightly so—because I know 
that this most logical system has 
been greatly abused, and the heating 
contractor who interests you will 
have to show something entirely dif- 
ferent from anything you have seen 
before. That is what I propose to 
do. If you will give me a few mo- 
ments of your time, I am confident 
that I can give you an entirely dif- 
ferent slant on the warm-air fur- 
nace. 

“The greatest asset of the warm- 
air furnace, under abuse, has proven 
its greatest weakness; I mean the 
flexibility of the warm air furnace 
is such that there is scarcely a limit 
to what a furnace can be forced to 
do, under severe firing, with the re- 
sult that ignorant or unscrupulous 
heating contractors take such long 
chances with the furnace capacity 
that they have prejudiced the gen- 
eral public against their own busi- 
ness. 


“I dare say that if you arbitrarily 
set a price for the warm air system 
for this building, and called in ten 
furnace contractors and told them 


how much you would give them -for 
a system of this kind, six of them 
would agree to do the job at the 
price, notwithstanding, and three of 
them would cut your price to get 
the job. 

“Now, Mr. Hegeler, this kind of 
a job is what is in your mind, and 
this kind of a job is perhaps the 
only kind you know of. But if you 
will refer to your library, you will 
find that authorities agree that con- 
vection heat is the most satisfactory 
form of heat—you will also learn 
that of the three kinds of heat— 
conduction, radiant and convection 
—convection heat is the only one 
that affects the air that surrounds 
your body. Therefore, convection 
heat is heated air (hot air). Hence, 
we score a point for warm air heat. 

“Conduction heat is the heat that 
conducts through solids so we have 
no interest in it above the basement. 

“Radiant heat throws out heat 
rays, as does the sun, and what it 
strikes, it heats at the point only 
where it strikes, and unless the heat 
rays are coming from all directions, 
we have the discomforture of un- 
equal temperature, at different 
points of the body. This is obvious 
when sitting near a radiator. The 
comfortable heat then is the heat in 
the air, which is attained by the rub- 
bing effect of the air over the radi- 
ating surface in the room—here 
again, we have warm air as the real- 
ly comfortable heat. 

“Now, Mr. Hegeler, if convection 
heat is the best form of heat—and 
your authorities agree that it is— 
and if convection heat is nothing 
more or less than warmed air, it is 
logical, is it not, to assume that the 


most direct method of obtaining that 
heat would be the most economical 
and satisfactory ? 

“The warm air furnace is the 
most direct method of obtaining 
convection heat, because the air 
comes in direct contact with the 
heated castings. 

“Now, again, we have another 
very important phase of home com- 
fort. ‘Air relates quite as mfich to 
the skin as to the lungs,’ says the 
medical authority. ‘Air motion is 
essential to health and comfort. 
Stagnant air has the same detri- 
mental characteristics as stagnant 
water,’ we are told by the same au- 
thorities. Therefore, any heating 
system depending on air motion for 
its function tends to better health 
and greater home comfort. 

“The warm air furnace, by its 
very nature, is a circulating air sys- 
tem, which fits perfectly with the 
essential-requisites of air motion and 
home comfort. 

“These points you, of course, do 
not deny. These points cannot be 
refuted at this stage of scientific 
analysis, because every test ever 
made points in this direction. There- 
fore, authorities agree that convec- 
tion heat and air motion are essential 
to health and comfort. 

“TI understand that your experi- 
ence with hot air furnace has been 
anything but encouraging, but in 
view of this fact, would it not be 
regrettable if there was not another 
way to take advantage of this direct 
method of obtaining convection 
heat? Here, now, I want to explain 
that the reason for the deplorable 
condition in the warm air furnace 
industry is that heretofore there has 
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never been any scientific rule for 
calculating the capacities and per- 
formances of the warm air furnace 
—95 per cent of the warm air fur- 
nace jobs are purely guess work, 
and 75 per cent of them are poor 
guesses. 

“The conditions now are different. 
The National Warm Air Heating & 
Ventilating Association, in coopera- 
tion with the University of Illinois, 
under the management of Professor 
A. C. Willard, in October, 1918, be- 
gan extensive investigation of warm 
air furnaces, with the view of for- 
mulating scientific rules as the basis 
of calculation, with the result that 
the warm air furnace performance 
can now be scientifically calculated 
for any service. 

“If you were contracting for a 
steam or hot water system, you 
would quite naturally ascertain the 
heat loss of your building and de- 
mand that the heating contractor 
supply sufficient boiler size, grate 
area, pipe sizes and radiating sur- 
face to produce that amount of heat. 
You do this because you know what 
can be expected of the steam or wa- 
ter equipment. 

“The warm air furnace is now on 
a higher plane in this respect than 
the steam or water system, and our 
data is just as accurate and depend- 
able. We can show by the same 
authority that the warm air furnace 
under certain conditions, is more ef- 
ficient than steam or hot water heat. 

“To illustrate the scientific method 
of warm air furnaces, we will take 
as an example a house of a content 
of 15,000 cubic feet, with a heat loss 
of 75,000 B.t.u.; this heat loss 
would require about 310 square feet 
of radiator, for vapor steam, or 
about 385 square feet of water radi- 
ation, because you get 240 B.t.u. 
from a square foot of vapor steam 
radiation and 200 B.t.u. from water 
radiator. Your boiler would have 
1.8 square feet of grate surface, 
burning 6 pounds of coal per square 
foot, per hour. Figuring 12,000 
B.t.u. per pound, we would have ap- 
proximately 78,000 at 60 per cent 

efficiency ; you will probably add 10 
per cent to take care of heat loss in 
the pipes, which would make a boiler 
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of 2 square feet, capable of 85,000 
B.t.u., per our. That is true, isn’t 
it? You have faith in this calcula- 
tion, haven’t you? 

“Now, Mr. Hegeler, let us take 
the same condition and fit a scientific 
warm air furnace job to it. First of 
all, I can prove that the warm air 
furnace, properly designed and in- 
stalled is more than 60 per cent 
efficient, but to show our fairness, 
we will handicap ourselves by as- 
suming the steam or water efficiency, 
two square feet of grate surface will 
produce approximately 85,000 
B.t.u., burning 6 pounds coal, per 
square foot, per hour—a 60 per cent 
efficiency. 





“That settles the question of heat 
in the basement. The next question 
is that of distribution. Instead of 
water or vapor as a heat conveyor, 
we use air as the medium. 

“Dr. E. Vernon Hill, the acknowl- 
edged authority in airology, tells us 
that four changes of air, per hour, 
will effect healthful air motion; 
therefore, we will adopt his stand- 
ard. 

“Fifteen thousand cubical feet (as 
our contents), changed four times 
per hour, equals an air volume of 
60,000 cubic feet, per hour ; 60,000 
cubic feet of air, heated one degree, 
will contain 1,091 B.t.u., because one 
B.t.u. will heat 55 cubic feet of air 
one degree. Now, if we divide the 
heat requirements — 75,000 — by 
1,091, we have 68.7 degrees. F., as 
the air temperature above the room 
temperature. If the room tempera- 
ture is 70 degrees, then the register 
temperature would be 70 degrees 
plus 68.7 degrees, which equals 
138.7, and when cooled down to 70 
degrees room temperature, by the 
cooling effect of the exposed wall 
and glass surface, and in filtration, 
we will have dissipated 75,000 B.t.u., 
which is the assumed heat loss. 

“Now, let us go a little further; 
science tells us humidity is necessary 
to health. How do you get humid- 
ity with vapor or water heat? You 
do not get it, except when the radi- 
ators, air valve or pipe leaks and 
then it takes the varnish off the floor 
and rots out the rugs. With the 
warm air furnace, we put a water 
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, an in the furnace chamber, the heat 
vaporizes the water and the air con- 
veys it to each and every room in 
equal propertion. What could be 
more simple ? 

“If you want authority on these 
statements, I refer you to the Uni- 
versity of illinois, Engineering Ex- 
periment Station, 1922 Edition of 
Allen & Walker College Text Book, 
Dr. E. Vernon Hill, on air condi- 
tioning; American Society of Heat- 
ing & Ventilating Engineers, Re- 
search Laboratory and the U. S. 
Bureau of Mines, Experimental 
Station. 

“You say you admit the feasibility 
of all I have said, and if the authori- 
ties referred to substantiate all I 
have said, you still are skeptical be- 
cause every phase of the warm air 
furnace is dependent on the volume 
of air supplied, and you have had 
sad experience with the circulation 
in warm air furnaces. I will agree 
that this is true. Circulation or air 
volume is the pivot on which the 
whole of the warm air furnace prin- 
ciple swings and I can allay all fears 
by incorporating mechanical means 
of circulating the air. Yes, surely, 
it is being done. 

Let me take your plans, and I will 
design a warm air system, make you 
a proposal with a guarantee that will 
be secured by a surety bond to the 
full amount of your contract price. 
Thank you! What is the date of re- 
ceiving bids? Thank you, I will re- 
turn with the layout and proposal 
promptly. 

Good-day, Mr. Hegeler ! 


Present Price of Excelsior 
Furnace Pipe Not to Be 
Withdrawn January 15 


Excelsior Bulletin No. 2 issued 
by the Excelsior Steel Furnace Com- 
pany, Chicago, and branches has 
been received and presents an at- 
tractive appearance. Considerable 
space is given to the illustration of 
“A New and Petter Way” of at- 
taching furnace pipe boots to floor 
joints. 

The Excelsior Steel Furnace 
Company is advising the trade of 
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the fact that the present price of 
Excelsior furnace pipe and Excel- 
sior steel baseboard registers will 
not be withdrawn on January 15th, 


but will be continued until further 
notice. Any change in price in fu- 
ture will be shown in the market 
section of AMERICAN ARTISAN. 


Sheet Metal Humidifiers Assist Home 
Owner to Preserve Humidity 


Over 2000 Tons Sheet Metal Used 
for This Purpose During 1924 


ECAUSE heating methods that 

give us warmth also endanger 
health, the humidifier has come into 
its own and a new industry fur- 
nishes another outlet for sheet steel, 
according to Making Markets. 

A desert may be picturesque but 
it certainly is not comfortable. Only 
a few forms of life can exist in its 
arid, unmoistened heat. Yet modern 
heating condemns us to a desert cli- 
mate for six months or more every 
year, for the air of the average home 
or office during the winter months is 
dryer and more devitalizing than 
that of the Sahara desert! Air suit- 
able for humans to breathe should 
be 40 per cent saturated with water. 
Desert air contains but 30 per cent 
saturation. The average heated 
Lome, according to authoritative 
tests, holds as little as 20 to 22 per 
cent moisture ! 


Vast Potential Market 
According to one authority, ap- 


proximately between 1,000,000 and 
1 500,000 radiators are produced an- 
nually in the United States. The 
building forecast of 1926, conserva- 
tively compiled by the “American 
Builder,” indicates that 431,974 resi- 
dential and 532,320 non-residential 
structures will be erected. As a 
‘large number of these buildings will 
use steam, vapor or hot water heat, 
it would seem that the number of 
radiators used will be larger than 
ever before. And with every addi- 
tional radiator installed there is born 
a corresponding need for a humidi- 
fier, a fact which augurs well for an 
increasing outlay of sheet steel in 
the future—for an output that 
should keep doubling itself as the 
public becomes educated to the util- 
ity of radiator furniture. 

The practicability—the need of 
the humidifier is expressed in three 


ways: its health assurance, its 
beauty and its economy. Each in 
itself is enough to make it most de- 
sirable anywhere. 


Humidifier Aid to Health 
The health argument is the most 


important. Health authorities have 
long recognized the danger in 
breathing air devoid of moisture, but 
not until within the last few years 
has this danger been given the atten- 
tion it deserves. 

As air is heated its capacity for 
holding moisture is increased. Radi- 
ators—our modern vehicle of heat 
with steam, vapor and hot water— 
have no provision for providing 
moisture to the air of the room. The 
result is that the cold winter air 
when heated to room temperature 
without the addition of moisture, is 
tremendously dry and will absorb 
moisture from everything it touches. 
This drying up shrinks and checks 
the wall paper and furniture. Ima- 
gine, then, what it must do to the 
delicate tissues of the nose and the 
throat and the lungs! Even plant 
life cannot thrive in such an atmos- 
phere. Drowsiness, headaches, ir- 
1itability and sleeplessness follow; 
the skin becomes dry and scaly; 
colds and catarrh develop into 
grippe, pneumonia and tuberculosis. 
So disease and sickness stalk in the 
wake of winter, not because of the 
cold but for want of the natural 
quantities of moisture in the arti- 


- ficially warmed air that we breathe. 


By the addition of a humidifier, 
the radiator is made the distributor 
of moisture as well as warmth. A 
good sized concealed tray is filled 
with water, which evaporates and is 
carried into the air. In addition, the 
humidifying top traps the dust and 
germs, which otherwise find lodging 
in our lungs. 
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Has Decorative Merits 
But the radiator cover is more 


than a health protector—it prevents 
drying out woodwork and furniture. 
Walls and draperies stay clean— 
often the saving in cleaning and re- 
decoration pays the cost of the hu- 
midifiers in two years’ time. 


C. F. Baugh to Represent 
Weir in Cook and 
Lake Counties, Illinois 

C. F, Baugh, Chicago Heights, 
Illinois, has been engaged by The 
Meyer Furnace Company, Peoria, 
Illinois, to represent them in Chi- 
cago territory—-Cook and Lake 
Counties—and henceforth devote his 
entire time to the sale of Weir fur- 
naces and the promotion of the 
Meyer Furnace Company interests 
generally. 

Mr. Baugh is now located at 15 
East 14th Street, Chicago Heights, 
and will retain this location until 
such time as he establishes a down- 
town office. 





J. A. Thomas Becomes 
Sales Manager Inde- 
pendent Register 

J. A. Thomas has been appointed 
Sales Manager of the Independent 
Register & Manufacturing Com- 
pany, makers of registers, ventila- 
tors and hardware specialties, Cieve- 
land, Ohio, according to E. C. Fox, 
proprietor. 

Mr. Thomas has been for several 
years sales manager of the furnace 
department of the Sterling Range & 
Furnace Corporation, Rochester, 
New York, and brings to his new 
connection much valuable experience 
and a large acquaintance in the fur- 
nace industry. 





Premier to Demonstrate 
De Luxe Premier 
Heaters Soon 

E. C. “Buck” Taylor, manager of 
sales and advertising of Premier 
Warm Air Heater Company, Do- 
wagiac, Michigan, has issued an- 
other letter calling attention to the 
demonstration of the improved 1926 
model of the Premier De Luxe 
heater. 

The demonstrations will take 
place in 43 cities and all the dealer 
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has to do is return the card enclosed 
in the letter sent to him by the com- 
pany stating that he is interested. 
He will then get a ticket of admit- 
tance to the demonstration nearest 
his home town. This requires 
prompt attention, however, as the 
demonstrations will begin soon. 





Survey Indicates 1926 
Will Be a Big 
Building Year 

A survey of the building outlook 
leads to the belief that upwards of 
$6,000,000,000 will be expended in 
the United States for new buildings 
this year. 

The volume of 1925, represented 
a gain of approximately 20 per cent 
over 1924, which was slightly un- 
der the peak year of 1923. The 
1925 gain was attributed to a de- 
mand to meet a shortage in building 
requirements. This is said to have 
been.overcome to a large degree, but 
normal requirements still demand 
that building be kept up at a healthy 
rate. Building now is to be con- 
sidered in terms of growth, require- 
ments, population trend and indus- 
try, rather than in terms of a short- 
age, the survey says. 

Economic stability, which finds 
’ the country reasonably prosperous 
and with plenty of capital available 
for justifiable’ building projects, is 
pointed to as insurance that the 
country generally will profit under 
the building activities to take place 
in 1926. 

“Tn some localities there is an un- 
satisfied demand for housing and 
other types of buildings,” says the 
forecast, “but taking the country as 
a whole, the building problem is one 
of meeting local requirements ; tak- 
ing care of annual growth in popu- 
lation, which alone-requires, it is es- 
timated, approximately 475,000 new 
buildings of various kinds; replac- 
ing and remodeling structures af- 
fected by decay, fire, obsolescence 
and other causes. 

“Estimates from private sources 
have placed the value of construc- 
tion to meet normal needs at ap- 
proximately $4,000,000,000. This 
would mean that the average annual 
building requirements of the nation, 


together with other contemplative 
building, would be sufficient to keep 
the construction industry going full 
speed ahead during 1926. 

“Fhere _ undoubtedly will be 
changes in the relative activity in 
connection with different classes of 
projects during the next year. Build- 
ing of medium and high class resi- 
dential and commercial buildings 
will likely decrease; but industrial 
buildings, public works and utilities 
should increase, as it will take a 
long time to catch up with the plans 
that have been made for this type. 
Much building of all types can also 
be expected to proceed in the smaller 
cities, especially those of from 
25,000 to 75,000 population, which 
have been experiencing rapid growth 
during the last few years. . 

“Residential construction undoubt- 
edly will still continue to account 
for the largest single portion of new 
building. Special impetus should 
come from those sections which have 
been favorably affected by the not- 
able improvement in the position of 
the farmer. It has been estimated 
that more than $270,000,000 worth 
of new farm building construction 
is needed to keep pace with the nor- 
mal needs for this type of facilities.” 





A Few Pointers on 
Being a Booster 
In Your Home Town 

Consider the knocker! Who loves 
him? Nobody. Why should they? 
He deserves nothing. He does no 
good. Any fool can knock. 

It takes brains to build up some- 
thing good-—-something worth while. 
But a chump can find fault and tear 
things to pieces. 

Even a_ knocker 
knocking is no good. 
or thoughtless fault-finding. Some 
knock unconsciously, some from 
habit—chronic complainers. 

It is old advice to say, “Don’t be 
a knocker,” but don’t be one any- 
way. The world has an overstock 
of knockers already. 

Search the world over and you 
won't find a single monument to 
knockers. And if you want a monu- 
ment, don’t knock. 

Abraham Lincoln had enemies 


knows | that 


It is senseless 
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and knockers. But where are the 


monuments to their memory ? 

Look at what the world has to say 
about builders and boosters! They 
get the olive wreaths and the purses 
of gold. 

It’s grand to meet people who are 
looking at the good there is in the 
world and cheering it with their 
boosts—their praise. 

It’s grand to meet people who are 
looking at the good there is in the 
world and cheering it with their 
boosts—their praise. 

Many a game is won by the boost 
of the rooters or lost by the knocks 
of the howlers. 

Everybody loves a lover and a 
booster. 

Be one, yourself. 


Here’s a Good Pointer 
On How to Speed 
Up Deliveries 

Are you helping your drivers to 
eliminate as much lost time on the 
road as possible? Do they spend 
much of their time hunting up cus- 
tomers whose addresses are not’ 
familiar to them when this could be , 
avoided in such a simple way? 

Drivers of a Los Angeles depart- 
ment store carry a telephone direc- 
tory in their cars at all times. The 
double-deck system used before a 
package is loaded on a truck pre- 
vents it from getting into the wrong 
car, but frequently an address on a 
package will be incorrectly written, 
and yet belong in the same district. 
When the delivery man finds a 
wrong address on a package that be- 
longs in his section, he looks up the 
name in the telephone book, ascer- 
tains the correct address and then 
delivers it. 

As a still further way to save lost 
time, each car has a street map of 
Los Angeles permanently tacked on 
the inside of the back door panel. 
This not only helps the driver in 
locating addresses quickly, but the 
superintendent of the delivery de- 
partment has marked on it with blue 
crayon the best routes to follow in 
reaching various locations. Poor - 
roads and busy street intersections 
to be avoided are marked with red. 
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“A Hunter's Dream’ Wins $100 Cash 
Prize in Window Display Contest 


The Display Was Staged in Window of The 


Weller Company, 


HE window display is univer- 
sally recognized as the most im- 
portant adjunct to retail salesman- 
ship. Tests of every possible type 
have been made, both for day and 
night displays, and these have proved 
conclusively that the window display 
cannot possibly be dispensed with. 
Night displays, because of the light- 
ing effects, are, if anything, more 
potential than those made during 
the daytime. 
Therefore it is only natural, the 
window having the power to appeal 
to the inherent curiosity of the in- 





Window Display Made by The Weller Company, Scottsbluff, Nebraska, That 


dividual and to attract trade to the 
strong effort be made 
as much as possible 


store, that a 
to capitalize 
upon it. 

AMERICAN ARTISAN has for many 
years conducted an annual window 
display contest for the purpose of 
creating a healthy competition 
among its readers to stage the best 
possible window display. 

The Remington Arms Company, 
Inc., recently completed such a con- 
test and the accompanying illustra- 
tion is that of the display which won 
the second prize in group No. 2. 
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Remington Arms Contest 


. RRR, 


Won Second 


Scottsbluff, Nebraska 


This prize was $100 in cash. It 
went to The Weller Company, 
Scottsbluff, Nebraska. 


Finds Installment 
Payments Do Stimn- 
late Sales 

A student of the business of sell- 
ing merchandise on time payments 
states, as the result of his investiga- 
tions that such sales assist in build- 
ing business for those who deal in 
certain classes of merchandise— 
furniture, high grade radio sets, 





Prize in Group No. 2 of the 














January 9, 1926 

washing machines and vacuum 
cleaners for instance, wherein the 
amount involved is $100.00 or more. 
Such sales should include the cost 
of the extra service that is required 
of those who supply the articles 
needed by the time payment cus- 
tomer. 

There are times when the inter- 
ests of the public must be consid- 
ered, even in spite of its wishes. 
Because a man wants to buy cocaine 
or heroin is no reason why he should 
be allowed to do so. And because 
he is willing to mortgage his future, 
to burden himself with debts and 
to run the very real danger of keep- 
ing the food from the mouths of 
his children in order that he may 
satisfy some present desire beyond 
the means of the capital he has on 
hand, does not form an excuse for 
permitting him to do it. 


Installment business should be 
kept within proper and reasonable 
credit bounds because thousands 


upon thousands of buyers, who have 
not savings or surplus reserves for 
the purchase even of necessities of 
life, are mortgaging themselves and 
their prospective earnings for weeks, 
for months or years in advance for 
the purchase of other articles, 
usually luxuries, and thus inviting 
financial disaster, to the harm of 
themselves, their several communi- 
ties and the country at large. 

Bearing in mind the unquestion- 
able truth of the above statement, 
is it possible to consider the exten- 
sion of the installment plan to mer- 
chandise as a matter which can be 
weighed only in the balance of the 
interests of a single industry or 
gauged by the profits of a single 
store? 


Herbert Sheets Asks, ‘““AreWe Paying 
Too Dearly for Volume?” 


Retail System Has Left Hole for De- 
velopment of House-to-House Selling 


HEN man began to fashion 

products, it was not long be- 
fore one made better arrowheads 
than another, so other men offered 
him other items of value in »ex- 
change for arrowheads. As _ the 
years went by, barter developed and 
people devoted more time to making 
that which they could make best. 
Others came to them and exchanged 
products for those articles. Then, 
when a man found that there was 
not a sufficient market for his goods 
in his immediate neighborhood, he 
started out, carrying his product 
with him, and found customers for 
it. House-to-house selling is the 
oldest form of distribution that ex- 
ists. There is nothing new about it. 
It has always existed. 

In this country the present most 
generally used system of retail dis- 
tribution, that is, through the store, 
has proved itself so successful that 
house-to-house selling was in con- 
siderable disrepute in the early years 
of the present century. Today 
house-to-house selling of a certain 


type is in the highest repute and 
doing a very large business. 

The reason for the present rise in 
house-to-house selling is because the 
retail system of the United States 
has left an opening for development 
of house-to-house selling and certain 
far-seeing men have taken advan- 
tage of this opening. 

Direct selling on a big scale is an 
entirely new venture and should still 
be considered in an experimental 
stage. 

For a moment, in order to get the 
proper background, let us recall the 
various methods of selling. We have 
the wholesale, jobbing, retail, mail- 
order and direct selling. We are 
quite familiar with the first three; 
the mail-order is more recent, and 
direct selling as a systematic and 
well-organized method is of recent 
years. 

The success of all selling rests 
directly with the consumer or buyer, 
and certain fundamental qualities 
are necessary, such as fair price, 
right quality and the service an or- 
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ganization can render through its 
product and representatives. 

To determine the future of direct 
selling we must ask ourselves if this 
method can render a sufficient serv- 
ice to justify its existence. There is 
little or no argument on price, espe- 
cially on low-priced articles. A high 
quality specialty can probably be 
sold somewhat cheaper by direct 
selling, but this is a debatable ques- 
tion. Some quality specialties can— 
some cannot. There is no real argu- 
ment on quality because a 4uality 
article can successfully be sold both 
retail and direct. 

There is an argument on the serv- 
ice rendered. Many of the larger 
direct selling concerns, | believe, are 
rendering a very high degree of 
service through their method of 
direct contact with the consumer. 
This is especially true of the con- 
cerns handling a specialty. 

I would say that for the greatest 
success a product of high quality de- 
manding a demonstration method of 
selling could best be marketed 
through the direct selling method. 
Such a product is one which calls 
for direct service both at the time of 
demonstration and later in order 
that the customer may be kept in- 
formed as to the care and use of 
the product 

I understand that along the Nile 
River laborers work all day drawing 
water from the river by hand and 
pouring it into the irrigation ditches, 
while all along the river’s bank are 
stationed pumps for doing the same 
thing more cheaply and efficiently. 
However, the Egyptians do not 
know how to operate or eare for 
these machines. Some concern had 
sent out salesmen, who sold the 
pumps, but did not take the time to 
see that they were being put to use, 
apparently feeling that their respon- 
sibility stopped with the sale of the 
machines. If we will think of our 
own experiences in buying and look 
around a bit, we will realize that 
such mistaken ideas regarding sell- 
ing are not confined to Egypt. 

Here is ene place where the re- 
tailer has at times failed and where 
the direct selling firm with its corps 
of trained salesmen has succeeded, 
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Because of this need, I believe direct 
selling will continue to expand and 
succeed. 

Together with every permanent 
busine$s success must go what the 
customer regards as a profitable in- 
vestment, either in utility, comfort 
or pleasure. I believe the large con- 
cerns who have a reputable reputa- 
tion are giving this in a very real 
way. This is appreciated by the 
buying public. Such concerns by 
the very order of things must con- 
tinue to expand, and an attempt to 
belittle such methods of distribution 
or legislation against it is a boom- 
erang which will rebound and hit the 
opposing one square between the 
eyes, for the public reasons that all 
this fuss would not be made if the 
direct selling did not have something 
worth while. This, I believe, an- 
swers the question of whether the 
direct seller can be forced out. of 
business by a great amount of agita- 
tion on the part of his competitors. 
No good can come of belittling any 
competitor who fills a real need and 
is so recognized by the public. The 
buying public is the last word as to 
whether a certain method of selling 
will succeed or not. The public will 
buy where it feels it can get the 
greatest value and the greatest 
service. 

In other words, there is a definite 
economic place and justification for 
direct selling of certain types of 
article. Such selling supplements 
and even assists the retailer. This 
is especially true of articles which 
demand demonstration and educa- 
tional work and with which other 
methods of distribution are not 
equipped. You will note that T have 
been emphasizing the future of 
direct selling as applied to the sale 
of certain specialties of quality. I 
believe from my observations that 
this is the field for this method of 
selling. . 

Let us consider for a moment the 
sale of products which do not come 
under this classification. A number 
of concerns are making a success 
with a wide range of products, chief 
among these being wearing apparel 
of various types. It is my opinion 


that the distribution of such articles 


in this way is still in an experi- 
mental stage. There are many prob- 
lems connected with such distribu- 
tion, such as change of styles, selling 
from samples, store competition and, 
above all, the traditions and customs 
of the public. This is especially 
true of the women buyers who have 
become accustomed to shopping and 
bargaining. If the concerns can 
overcome these difficulties they will 
succeed. I feel, however, that this 
field is limited to a few well estab- 
lished organizations. 

Like every other method of dis- 
tribution, direct selling has its weak 
as well as its strong points. Let us 
consider a few of these as applied to 
all direct selling. 

This method may find its chief 
difficulties in regard to competition 
among concerns of its own kind. 
Certainly, the housewife, who is 
called to answer the door-bell ten or 
twelve times in a morning, is sure 
to be annoyed and refuses to see all 
but those whom she knows have a 
product which she needs and one 
which she is willing to inspect in her 
own home. 

There is already keen competition 
in the employment of salesmen of 
the right type, and if more adopt 
this method, there will not be enough 
salesmen to go around. 

Change of style I have already 
mentioned, as well as the traditions 
and customs of the past. 

I think the greatest weakness of 
all is the returned goods problem. 
Articles ‘sold in this way must be 
fully guaranteed and, if the cus- 
tomer is dissatisfied, goods must be 
taken back and exchanged or the 
money refunded. This, I believe, 
will be found to be the chief diffi- 
culty the wearing apparel distributor 
will meet, and I believe it will be a 
serious one. 

The strong features are direct 
promotion of sales through personal 
contact, and also the fact that a con- 
cern can begin in a small way and 
gradually build. Certain educational 
features can best be conducted in 
this way. The introduction of a 
new product is more direct and sim- 
ple. Certain goods can be displayed 
in the surroundings the customer is 





January 9, 1926 


more familiar with and where the 
articles are to be used—the home. 
There is a decided advantage in sell- 
ing a specialty in this way, especially 
a utility article. I would say that 
there is only a limited field for the 
staple and a wide field for the spe- 
cialty. 

There can be no definite success 
without the right organization. Two 
types are now using this method: 
First, those who secure salesmen 
from a main headquarters and su- 
pervise by mail; second, those who 
have an established organization in 
every important center of the coun- 
try and a corps of executives to su- 
pervise the salesmen. 

The first can succeed only in a 
limited way. The latter means a 
most complete and highly organized 
organization in order to be success- 
ful. 

Many newcomers in this field ap- 
pear to believe that the success is in 
the plan itself rather than in the 
operation of a business, which both 
produces and distributes—both be- 
ing controlled from the same source. 


There is the problem of producing 
a quality article and selling it under 
an absolute guarantee, which the 
manufacturer must stand back of. 
The direct salesman will fail unless 
he has a firm back of him that will 
make good every promise. 

There is no easy money in this 
method of selling. Brains and en- 
ergy count here as much, if not 
more, than in any other method. 
Back of every successful business 
institution is a history of honest en- 
deavor to give the public full value 
for money received. Direct selling 
can only succeed as it repeats that 
experience. The public is quick to 
resent cheap, dishonest methods, but 
it will respond favorably to the in- 
stitution which gives them honest 
dealings, coupled with quality, a fair 
price and efficient service. 

The American public is always 
willing to pay for these things, and 
it makes little difference to them the 
method through which they receive 
it. The future of direct selling de- 
pends upon these things, and the 
greatest of all is service. 
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INSIST UPON 
DIECKMANN 
ELBOWS AND SHOES 








The Ferdinand Dieckmann Co. 
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TRADE MARK ALL JOBBERS HAVE 
THEM OR CAN GET 


THEM FOR YOU 


P. O. Station B, 
Cincinnati, Ohio 








HOOKS 


ALL KINDS—ALL SIZES 
FOR BRICK OR WOOD 


BERGER HOOKS are widely used th out 
the trade. They a e made of the best malleable 
iron and are grade in every respect. 

Try some on your next job 

We can also furnish SOLID BRASS HOOKS. 


Write for catalog showing complete line 


BERGER BROS. CO. 


229 to 237 Arch Street, PHILADELPHIA, PA. 


FEOLUS 
FOR HOMES 


The home should be prop- 
erly ventilated—few of them 
are. Here is a sales oppor- 
tunity often overlooked by 
the average Sheet Metal 
Worker, but one which offers 
a lucrative business to those 
who take advantage of it. 


FEolus-Dickinson Co. 


Vent Makers Since 1888 
3332-52 South Artesian Avenue 
CHICAGO 


Lafayette 1862-1863 





The 12-Cylinder Ventilator 
Used in Every State 
in the Union. 


SPECIFY ZZOLUS 


VENTILATORS Phone: 








Warerooms and Factory: 100 to 114 Bread Street 
6 


























“STANDARD 


Ventilator 


S of the rotable type and y~ 

absolutely free in the slightest 

r a is scientificall 
and unus' strong. 
fectly in all kinds of weather and 
handles 50 per cent more air than sta- 
tionary ventilators of equal size. Order 
from your jobber. tite for our 
catalog and prices today. 
Manufactured by 


STANDARD VENTILATOR CO. 


LEWISBURG, PA. 
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Two kinds of Galvanized 
Shingles—also Painted 
Shingles 


E stamp shingles from prime tin- 
plate and dip them one at a time 
in molten zinc. These are our Hand 
Dipped Shingles. 
We also make shingles from sheets 
already galvanized. 
Cortright Painted Shingles are made 
of prime roofing tin They come red 
or green, as desired All Cortright 
Shingles are made in four patterns. 


‘ CORTRIGHT METAL ROOFING CO. 


528 8. Clark Street, Chi 
50 N. 23rd Street, Philadelp 





CORTRIGHT METAL SHINGLES 























Mention AMERICAN 


ARTISAN in your reply—Thank you! 
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Kentucky Hardware and Implement 
Association convention and exhibition, 
January 12 to 15, 1926, at Jefferson Coun- 
ty Armory, Louisville, Kentucky. Secre- 
tary J. M. Stone, 200 Republic Building, 
Louisville. 


Western Retail Implement and Hard- 
ware Association, Kansas City, Missouri, 
January 12, 13 and 14, 1926. Headauar- 
ters, Coates House; Convention sessions, 
Missouri Theatre, H. J. Hodge, Secre- 
tary, Abilene, Kansas. 


Missouri Retail Hardware Association, 
Hotel Statler, St. Louis, January 18, 19 
and 20, 1926. *F. X. Becherer, Secretary, 
5106 North Broadway, St. Louis. 


Texas Hardware and Implement Asso- 
ciation convention, Dallas, January 19 
to 21, 1926. Dan Scoates, Secretary, 
P. O. Box H, College Station, Texas. 


Mountain States Hardware and Im- 
plement Association, Denver, January 
19, 20 and 21, 1926. W. W. McAllister, 
Secretary-Treasurer, P. O. Box - 513, 
Boulder, Colorado. 


West Virginia Hardware Association, 

Charleston, January 19 to 22, 1926. James 

Carson, Secretary, 1Q01 Schwind 
Building, Dayton, Ohio. 


American Society of Heating and Ven- 
tilating Engineers, New York City, — 
ary 26, 1 ontinues in Buffalo, Janu- 
ary 27, 1926. Ferry C. Houghton, Sec- 
retary, 29 West 39th Street, New York 
City. 

Oklahoma Hardware and Implement 
Association and Exhibition, Masonic 
Temple, Oklahoma City, January 26, 27 
and 28, 1926. Charles L. Unger, Secre- 
tary-Treasurer, Oklahoma City. 


Indiana Retail Hardware Association, 
Indianapolis, January 26 to 29, 1926. 
G. F. Sheely, Secretary, 911-913 Meyer- 
Kiser Building, Indianapolis. 


Wisconsin Sheet Metal Contractors 
Association, Gold Room, Wisconsin 
Hotel, Milwaukee, February 2 and 3, 
1926. R. E. Kelm, secretary, 367 
Third Street, Milwaukee. 


Nebraska Retail Hardware Associa- 
tion, Omaha, February 2 to 5, 1926. 
George H. Dietz, Secretary, Little Build- 
ing, Lincoln. 


Wisconsin Retail Hardware Associa- 
tion, Milwaukee, February 2 to 5, 1926. 
P. J. Jacobs, Secretary-Treasurer, Ste- 
vens Point, Wisconsin. 

Michigan Retail Hardware Association, 
Grand Rapids, February 9 to 12, 1926. 
A. J. Scott, Secretary, Marine City. 

New York State Retail Hardware As- 
sociation, Rochester, February 9 to 12, 
1926. John B. Foley, Secretary, 4-12-13 
City Bank Building, Syracuse. 


Iowa Retail Hardware Association, 


Des Moines, February 9, 10, 11 and 12, 
1926. A. R. Sale, Secretary, Mason City. 

New York State Sheet Metal Con- 
tractors Association, Elmira, New York, 
February 10 and 11, 1926. John J. Yager, 
Secretary, 817 Sycamore 


treet, Buffalo. 


North Dakota Retail Hardware Asso- 
ciation Convention and Exhibition, Fargo, 
February 10, 11 and 12, 1926. C. N. 
Barnes, Secretary, Grand Forks. 


Pennsylvania and Atlantic Seaboard 
Hardware Association convention and 
exhibition, Commercial Museum, Phila- 
delphia, February 15-19, 1926. Sharon E. 
Jones, Secretary, 604 Wesley Building, 
Philadelphia. 


Indiana Sheet Metal Contractors’ Asso- 
ciation, Hotel Severin, Indianapolis, Feb- 
ruary 16, 17 and 18, 1926. Leslie W. 
Beach, Secretary, Richmond, Indiana. 


Indiana Fur-Mets, Hotel Severin, In- 
dianapolis, February 16, 17 and 18, 1926. 
O. Voorhees, 36 West Tenth Street, 
Indianapolis. 


Indiana Warm Air Heating and Ven- 
tilating Association, Hotel Severin, In- 
dianapolis, February 16, 17 and 18, 1926. 
Frank E. Anderson, Secretary, Terre 
Haute. 


Connecticut Retail Hardware Associa- 
tion, Hotel Bond, Hartford, February 18 
and 19, 1926. Henry S. Hitchcock, Sec- 
retary, Woodbury. 


Montana Implement and Hardware As- 
sociation, Great Falls, February 18, 19 
and 20, 1926. A. C. Talmage, Secretary- 
Treasurer, Bozeman. 


Illinois Retail Hardware Association, 
Sherman House, Chicago, February 16 
to 18, 1926. Leon D. Nish, Secretary, 
Elgin. 

Ohio Hardware Association, Cleveland, 
February 16 to 19, 1926. James B. Car- 
son, Secretary, 1001 Schwind Building, 
Dayton. 


Minnesota Retail Hardware Associa- 
tion, St. Paul, February 16 to 19, 1926. 
C. H. Casey, Secretary, Nicollet and 24th 
Streets, Minneapolis. 


New England Retail Hardware Asso- 
ciation, Boston, Massachusetts, February 
22 to 24, 1926. George A. Fiel, Secre- 
tary, 80 Federal Street, Boston, Massa- 
chusetts. 


South Dakota Retail Hardware Asso- 
ciation, Sioux Falls, February 23 to 25, 
1926. C. H. Casey, Secretary, Nicollet 
and 24th Streets, Minneapolis, Minnesota. 


Virginia Retail Hardware Convention 
and Exhibition, Jefferson Hotel, Rich- 
mond, February 23, 24 and 25, 1926. 
Thomas B. Howell, Secretary, 301 East 
Grace, Room 906, Richmond. 


Ohio Sheet Metal Contractors’ Asso- 
ciation, Toledo, Ohio, February 24, 25 
and 26, 1926. George F. Mooney, State 
Secretary, New First National Bank 
Building, Columbus, Ohio. F. C. Dunn, 
Local Secretary, care Builders’ Ex- 
change, Toledo. 


The Michigan Sheet Metal and Roofing 
Contractors’ Association, Post Tavern 
Headquarters, Battle Creek, March 1, 2, 
3 and 4, 1925. Frank E. Ederle, Secre- 
tary, 1121 Franklin Street, S E., Grand 
Rapids. 
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California Retail Hardware and Im- 
plement Association, Hotel Whitcomb, 
San Francisco, March 16, 17 and 18, 
1926. Le Roy Smith, Secretary, 112 
Market Street, San Francisco. 

Southeastern Retail Hardware and Im- 
plement Association, (composed of Ala- 
bama, Florida, Georgia and Tennessee) 
Convention and Exhibition, Atlanta, 
Georgia, May 10, 11 and 12, 1926. Wal- 
ter Harlan, Secretary, 701 Grand Theatre 
Building, Atlanta. 

Arkansas Retail Hardware Associa- 
tion, Little Rock, Arkansas, May, 1926. 

. P. Biggs, Secretary, 815 Southern 
Trust Building, Little Rock. 

National Association of Sheet Metal 
Contractors, Louisville, Kentucky, May 
24 to 28, 1926. Edwin L. Seabrook, Sec- 
retary, 608 East Chestnut Street, Phila- 
delphia, Pennsylvania. 

Carolinas Hardware Association, 
Raleigh, North Carolina, June 8 to 10, 
1926. <A. R. Craig, Secretary, 717-18 
Commercial Bank Building, Charlotte, 
North Carolina. 

Mississippi Retail Hardware and Im- 
plement Association, Biloxi, June 21, 22 
and 23, 1926. Guy Nason, Secretary 
Starkville. 


| Retail Hardware Doings | 


Arkansas. 

Frank Thompson has purchased the 
R. R. Ratton Hardware Store at New- 
ark. 

Following a _ partnership recently 
formed between O. A. H. Loy and 
Edwin Sharp, the name of the Loy 
Hardware Company has been changed 
to Loy-Sharp Hardware Company, and 
will continue in business at p18 Main 
Street, Little Rock. 

Iowa. 

The Garman and Porkenbrook Hard- 
ware Store at New Hampton has been 
destroyed by fire. 

Kansas. 

F. C. Wolverton and E. R. Marlar 
have opened a hardware business at 
Barnes._ 

G. O. Neal has sold his interest in 
the Neal and Lowther Hardware busi- 
ness to his partner, Frank Lowther. 

Kentucky. 

The B. G. Waller Hardware Store 
at Morganfield has been destroyed by 
fire. 























Michigan. 

Dignan-McIntyre Hardware Com- 
pany at Owosso has dissolved partner- 
ship. Mr. Herm Dignan and William 
Holzhausen will continue the business 
under the name of the Dignan Hard- 
ware Company. 

Chambers Hardware Company at 
Wixom has been damaged by fire. 

Minnesota. 

L. J. Zimmer has sold a half interest 
in his hardware store at Stephen to 
his son, Joseph. 

North Dakota. 

The Jarrell-Johnson Hardware Store 
will rebuild their store at Williston, 
which has been destroyed by fire. 

Wisconsin. 

The Arnsten Brothers of Aniwa 
have purchased the Hugo Zuehle inter- 
est in the hardware store at the place, 
which will now be known as Arnsten 
Brothers Hardware Company. 

The hardware store of Schooley and 
Forbes at Rhinelander has been de- 
stroyed by fire. 
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Start the New Year with UNISHEAR economies 


This new machine, portable and com- Needs but one operator even on largest 
pact, cuts any flat stock quicker, better, work, straight or irregular. 

cheaper—without burr, without distor- Operates from any lamp socket or any 
tion of material. Follows any line power circuit (G. E. motor). Capacity 
exactly, stops accurately at any point. 14 U. S. Gage. Speed, 15 ft. per minute. 








N difficult curves and most 
complicated lines, notches, 
curves and angles the extreme 
handiness of the Unishear 
makes it a great time saver. Ask us to 
demonstrate it on your work. 


Dealers and salesmen wanted 
in unassigned territory. 























CHICAGO STEEL CORNICE BRAKES | 
STANDARD OF THE WORLD 
THE BEST BRAKE FOR ALL PURPOSES: 
Most Durable, Easiest O ted, Lowin Price; F 
Made in All to Bend All Gauges 
of Metal. Over 23,000 in use. 
WRITE FOR PARTICULARS 
DREIS & KRU MP MPG. CO., 7404 Loomis Street, CHICAGO 
Fal OOMUAMNAAGRAADAANAANUNININCSAONUAONESOONRSAADGANALENOECOAERUOEOAQSOOENOOEEOOGUDELLSIQd 0000 CSO4EREOUNLLONOORTT TROMDERSLOUOOORENS ALOU DMBOEOOEDLLUAOCHLOU0 001000400 NOU ECODERLARODERBDALLL INN By 
NO. 5 JR. PUNCH Memorial Monuments 
Write for Prices and 
Illustrations 
Gerock Bros. Mfg. Co. 
Weight ... oath oxtail ce pattie pounds Sheet Metal Ornaments 
NN RD EES LE ORS SE seated 3 inches d 
Leagth over all... 8% me an 
oe Pp eee ae eS a se STATUARY 
¥%-inch, 3 16-inch, %4-inch. 
Pe re rons 1252 So. Vandeventer Ave’ 
93 Forbes WHITNEY METAL TOOL CO. 93 Forbes 
* Street ROCKFORD, ILLINOIS mt St. Louis, Mo., U. S. A. 




















Say you saw it in AMERICAN ARTISAN—Thank you! 














40 





Opening Week of 1926 Finds Steel Market 
Slightly More Active After Recent 


Holiday Interruptions 


1925 Pig Iron Record Fair — Non- 
Ferrous Metal Market Quiet But Firm 


HE new year has started off in 
lively fashion in trade and 
industry. 

Reports from the steel and trans- 
portation industries yesterday were 
particularly encouraging. In addi- 
tion a number of corporations made 
favorable dividend announcements. 


Operations in the steel industry 
are running close to the preholiday 
level, although there usually is a 
slackening during the fore part of 
January. 

The United States Steel corpora- 
tion has advanced operations above 
86 per cent of capacity, compared 
with 76 per cent over the holidays, 
and is expected to get back to 
around 90 per cent in the next fort- 
night. Independent mill operations 
range from 80 to 90 per cent. 

The consensus is that maintenance 
of production on the present scale 
will meet all midwinter demands of 
consuming industries. 

“December specifications and new 
orders were in such volume as would 
cause a substantial increase in the 
Steel corporation’s unfilled orders 
as of Dec. 31, though probably less 
than the 473,000 ton gain of Novem- 
ber,” the Iron Age says. 


Lead 

The tone of lead is firm. The 
market is not exceedingly active but 
there is a fair amount of consuming 
inquiry, much of it for prompt ship- 
ment, but some also for futures. 

American Smelting and Refining 
Company’s price is 9.25 cents, New 
York. 


Zinc 

The feature of the market contin- 
ues to be the premium for prompt 
shipment, which is in small supply 
as practically nothing was carried 
over from December unsold and 
requested early 


consumers have 


January shipment on their purchases 
for this month’s shipment. 

There are requests for anticipa- 
tion of shipments bought for late 
January. 

Prompt shipment Prime Western 
is therefore firm at 8.75 cents East 
St. Louis basis. 

Tin 

The year opened with the tin mar- 
ket in a firm but quiet condition and 
prices in New York on January 5th 
showed very little change from those 
existing on December 31st. 

The statistics for December re- 
ported a very even balance between 
new supplies and deliveries with a 
decrease of 175 tons in the world’s 
visible supply, bringing it down to 
18,024 tons at the end of December. 

In this market neither buyers nor 
sellers have shown any disposition to 
trade today. 

Straits tin for prompt and Janu- 
ary shipment is offered for sale at 
63.50 cents, February 63.25 cents, 
March 63.00 cents, April and May 
62.75 cents. 


Copper 

Some further moderate buying of 
electrolytic copper today resulted 
from inquiries carried over from 
last week. Most of the orders taken 
in the last week or ten days have 
been between 14.00 cents and 
14.12% cents delivered in the Con- 
necticut or Naugatuck Valleys or 
the equivalent when shipped to other 
points. 

Small interest was taken in refin- 
ery positions today but there was no 
pressure to sell and prices were 
nominally unchanged at 13.95 cents 
f.o.b. refinery for prompt and De- 
cember, 14.00 cents for January and 
14.05 cents for first quarter 1926. 

Lake copper continued quiet but 
steady at 14.25 cents delivered and 


casting copper was difficult to sell at 
13.37% cents f.o.b. refinery. 


Old Metals 

Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $17.00 to $17.50; 
old iron axles, $25.50 to $26.00; 
steel springs, $18.50 to $19.00; No. 
1 wrought iron, $13.50 to $14.00; 
No. 1 cast, $16.00 to $16.50, all 
per net tons. Prices for non-ferrous 
metals are quoted as follows, per 


pounds: Light copper, 9 cents; 
zinc, 5 cents, and cast aluminum, 20 
cents. 

Solder 


Chicago warehouse prices on 
solder are as follows: Warranted 
50-50, $41.50; commercial 45-55, 
$39.00, and plumbers’, $36.50, all 
per 100 Ibs. 


Pig Iron 

High lights of the pig iron market 
in 1925 comprised the well-sustained 
melting rate; heavy shipments in 
the first ‘and final quarters; and the 
quick response of quotations to fuel 
and ore price declines. 

Notwithstanding a constantly fall- 
ing market from February to July 
due to these influences, with a cor- 
respondingly impaired demand, pig 
iron output for the year was about 
3,675,000 tons lower than the record 
year, 1923. 

With the last month of 1925 esti- 
mated, this gives a total output for 
the year of 36,350,000 tons. 

Heavy buying late in 1924 gave 
makers orders which were not all re- 
leased in the first quarter. 

The first real buying movement 
was in May and June when it was 
estimated fully 1,000,000 tons were 
placed upon makers’ books within 
four or five weeks for third and 
fourth quarter. 
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= = Ihe Double-Duty 
@ ART METAL 9 BRAKE SHEAR 


CEILINGS 
and (Patented) 
SIDE WALLS 
The kind that sell and satisfy 


E have just recently issued a new 108-page 
book of new designs—patterns that are up- 
to-date and good lookin We use only high 
grade metals and our <n, Rote is the latest and 


best, producing clearly stamped figures. 


Friedley-Voshardt Metal Ceilings are easy to erect 
—they fit and stay put—they sell and satisfy. 
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LOINC S/O .O/ ONO OO) 


If you have not received a copy of our new cata- 
log write for your copy today. 
We are speciclists in the field of Sheet Metal 
Architectural Ornaments. Write for our catalog. 


Friedley-Voshardt Co. 


Office: Factory: 
733-737 S. Halsted St. 761-777 Mather Street 


CHICAGO, ILLINOIS 
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Always ready for use 
but never in the way 
The above illustration shows the Double-Duty Brake 


CHICAGO STEEL SLITTING SHEAR SHEAR attached to a regular Brake. 
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Yatra: 








This highly efficient and durable shear will cut 20- 








LIGHT—POWERFUL gauge and lighter as straight as a Power Shear. 
DURABLE : : 
Simple — Absolutely Reliable 
re » ens a The mechanism is so simple a boy can operate it. 
y Length or > There is no danger or chance for an accident as 
Flat Bars 3/16x2 there is with a Power Shear. 
Weight 22 pounds ; 
Price $12.50 Net Folds up out of the way i 
F. hicag ‘ 
See so brake work can be done as usual i 
Made of pressed steel and cantones, we a ‘ ; 
Best ho of ~~~ — The Double-Duty is a time and money saver and 
Gao ceons Mint ntupmasble Bich pote, sheer wets YOURS Bguel to saves a big amount in first cost. 
It makes as smooth a cut as a Power Shear and op- 
DREIS & KRUMP MFG.CO., 7404 Leomis St., Chicago pdms, mache Sapncacy ay 
Attaches to any size Brake f t 





P ERFO RAT ED META L S Fits any size brake and will cut to the mark or to 


e an se the gauge which is furnished with shear. 


All parts are strong and substantial. The shear will 
last for years and cutter wheels can be sharpened 
All Sizes and Shapes of Holes 


when necessary. The Double-Duty Shear has been 
tested for years and is positively efficient. 

Easily attached — no drilling of holes 
and all parts are furnished complete 





In Steel, Zinc, Brass, Copr T, Tinplate, ete. You need this Double-Duty Shear in your shop. 
For All Screening, Ventilating and Draining a ie ian ntl 
EVERYTHING IN PERFORATING METAL 


THE HARRINGTON & KING PERFORATING @ 


YOU CAN TRY IT IN YOUR SHOP 
FOR 10 DAYS BEFORE BUYING 








Write today for illustrated *. 


circular, prices and terms 
WHEN you write to advertisers please 


mention that you saw it in DOUBLE-DUTY ELBOW CO. 
AMERICAN ARTISAN 60 Wilder Street Aurora, Illinois 




















Say you saw it in AMERICAN ARTISAN—Thank you! 
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Chicago Warehouse Metal and Furnace Supply Prices 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 





METALS 





PIG IRON 


Chicago Foundry ......... $23 

Southern Fdy., No. 2 “th = = 
Lake Superior Charcoal. 4 
Malleable 33 00 


FIRST QUALITY BRIGHT 
TIN PLATES 


caf 112 sheets. . 





TERNE PLATES 
Per Box 
IC 20x28, 40-Ib. 112 sheets $25 10 
Ix 20x28, 40-1b. 28 00 


IC 20x28, 30-Ib. “ 21 30 
IX 20x28, 30-Ib. “ re 24 20 
IC 20x28, 25-lb. “ * 20 30 
IX 20x28, 25-lb. “ - 23 20 
IC 20x28, 20-lb. “* ye 17 80 
IV 20x28, 20-lb. “ = 20 66 
IC 20x28, 15-lb. “ - 16 66 
IC 20x28, 12-lb. “ p 16 26 
IC 20x28, 8-lb. “ ° 13 66 


“ARMCO” INGOT IRON PLATES 


COKE PLATES 
Cokes, 80 Ibs., base, 20x28..$12 
Cokes, 90 Ibs., base, 20x28.. 12 
Cokes, 100 lbs., base, 20x28.. 13 
ee 107 Ibs., base, IC 


28 
oe 136 ibs., base, IX 


7° 
96 
26 
60 
40 
se 
70 


shee 
Cokes, 195 Ibs., base, 56 
shee 


BLUE ANNEALED SHEETS 


Base 10 ga..... per 100 Ibs. $3 80 
“Armco” 10 ga.per 100 Ibe. 4 66 


ONE PASS COLD ROLLED 
BLACK 
» 18-20........ per 100 Ibs. 4 


22-24........per 100 Ibs. 
2 +++-per 100 Ibs. 


#3 
F 


“Armco” 28..... per 100 Ibe. 
No. 16 . 


No. 
No. 
No. 26 
No. 
UD. BBs cesccssoce per 100 Ibs. 
WO, Bee ccsccucese per 160 ibs. 


BAR SOLDER 
Warranted 
60-50 .......per 100 Ibs, 
Commercial 
an ee Per 100 lbs. 39 35 
Plumbers ...per 100 Ibs. 36 75 


ZINC 


3 

oe 

s 

z 
Fates eee 


$41 76 


{In Slabs 76 


SHEET ZINC 


Sheet 


Sheets, 
Miil base 
Tubing, seamless 
Wire No. 9 & 16, 


Wire No. ii, B. & S. Ga. 


det 
-20%0 





HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR FURNACE 
FITTINGS AND ACCES.- 
SORIES. 


LEAD 


Sheet 
Full Coils ...:per 100 Ibs. 14 


Cut Coils ..... per 100 lbs. 14 256 
TIN 
Sadan -+-per 100 Ibs. 70 60 
Bar Tim... .cccess per 100 Ibs. 71 60 
ASBESTOS 


od¥eeon 6c per Ib. 
6% Ib. 
..6¢ per Ib. 


eee eeeee 


ail wera 3/32 to %. 

Corrugated = ca 

sp. ft. to roll)....$6.00 per roll 
BRUSHES 


Hot Air Pipe Cleaning 
Bristle, with handle, each $v 86 


Flue Cleaning 
Steel Only, each ......... 1 26 
BURRS 
Coppers Burrs only ......... 45% 


CEMENT, FURNACE 


American Seal, 5-lb. cans, net § 46 
American Seal, 50-lb. cans, net 90 
American Seal, 25-lb. cans, net 2 00 
5-Ilb. cans, net. 45 
ébuocceded per 100 Ibs. 7 51 


CHIMNEY TOPS 


Iwan’s Complete Rev. & 

WE  sdecddocectvcsacvcces 30% 
Iwan’s Iron Mountain only..35% 
Standard 30 to 40% 


CLINKER TONGS 


Front Rank, each......... $1 76 
Oe Gh be cc uwetocedeses 18 0@ 
CLIPS 

Damper 


Acme, with tail pieces, 


per doz 
Non Rivet tail pieces, 
per doz. 


COPPERS—Soldering 
Pointed Roofing 


-per 


3 Ib. and eopnpyetl 


CORNICE BRAKES 
Chicago Steel Bending 
ES BO Torry Net 
COUPLING HOSE 
powatheue dees per doz. $2 20 
CUT-OFFS 
Kuehn’s Korrekt Kutoffs: 


Galv., plain, round or cor. rd. 
— BENBO ccccccecess 40% 
BB GOMES <cctocccscicccccce 30% 
DAMPERS 
“Yankee” Hot Air 
7 inch, each 20c, doz....... $1 70 
8 inch, each 25c, doz....... 2 40 
9 inch, each 30c, doz....... 2 75 
10 inch, each 32c, doz....... 3 00 
Smoke Pipe 
EE, GREG os we cocccenenus $ 36 
8 inch, each.........-ssee0% 40 
OD Bees - BGs cere cccccdccces 50 
10 imch, each........-6++e05- 60 
ED Pie OREM cnc cosccoccccces 90 
Reversible Check 
8 inch, each..........-6e+++ $1 60 
© TGR (SBE wc ccictvccecsccs 7 70 


DIGGERS 
Post Hole 


Iwan’s Spite Handle 
(Eureka 


4-ft. Handle. -per doz. $14 00 

tt. Handle. .. per doz. 36 00 
Iwan’s Hercules pattern, 

Ber GOS. . coccdieceseuscese 14 90 


EAVES TROUGH 


Galv. Crimpedge, crated..75 & 56% 


ELBOWS 


Conductor Pipe Milcor. 


Galv., plain or corrugated, 
round fiat Crimp. 


26 Gauge 
24 Gauge 





Square Corrugated 
Standard Gouge 
SS GOGO cc cccccescccce ouw 


Portico Elbows 


Standard Gauge Conductor Pipe, 
plain or corrugated. 

Not nested ........ -+-70 & 5% 

Nested solid .........70 & 5% 


ELBOWS—Stove Pipe 
1-piece Corrugated. Uniform Blue 


*“Milcor” No. 28 gauge. 
Doz. 
DR «Guccncabe cbeteneupact $1 30 
Dn £6 esveeecns 246eeebeub 40 
TIMOR nc wccesce devdoccore + 1 80 
Special Corrugated 
6-inmch .......- cveseccocosccste O8 
Pen... .6 0s dsentwerees épo 1 65 
Adjustable—Uniform Blue 
“Milcor” Ne. 28 Gauge. Uniform 
Blue. 
Pn “Setencbees Joccoceseceun On 
eee Re 6p Coen pene ba - 2 00 
PGE «sock vives sdssovatsres - 2 60 


WOOD FACES—50% off list. 





FENCE 
726-6-12% (190 rods). - 02 
1948-6-14% (100 rods)..... 4 08 
FILES AND RASPS 
Heller’s apo o+-+- 50-10% 
aenees Seeddecse beobome * 60-10% 
Bink * sisssend’ 40-10-84 
SMED  cescocdavccces preccasel 
Great Western ........-sse0- 50% 
Kearney & Foot. 50% 
McClellan 50% 
Nicholson .......... .50% 
GEORGES. 2c cccweccedsccces .60% 
FIRE POTS 


Ashton Mfg. Co. 


Complete line 
Fire pots and Torches... 


Otte Bernz Co. 


No. 1 Furn. Gasolene with 
large shield, 1 ga 
B ome. Ke 


7! " 
owoaee ecvcccee 48 38 
No. eT) * Brazier, * Kerosene 
or Gasolene, 10 gals.. 
No. 6 Toreh, 1 


Kerosene, 
No. K.. Torch, 


52% 





P! Stee eeeeereereeees . 


Clayton & Lambert's 


East of west boundary line of 
Province of Manitoba, Canada, 
No. Dakota, So. Dakota, Ne- 
braska, Kansas, Oklahoma, Am- 
arillo, San Angelo and Laredo, 
TED .ccccccsvsisecee -52% 


West of above boundary oe 


Geo. W. Diener Mfg. Co. Ea. 
No. 02 Gasolene Torch, 1 

GE. coc cocsadecevcsecece 56 
No. 62650, Kerosene, or 

Gasolene Torch, 1 qt.. 7 60 
No. 10 i os Furn. 

Square tank, 1 gal..... 12 60 
No. 15 Tinners’ 

Round teak 1 gal.. 12 00 
=. a Gas Soldering Fur- 8 ee 
No. wis “Antemsatio Gas 

Soldering Furnace. 10 60 

Double Blast Mfg. Co. 
Gasolene, Nos. 25 and 36..60% 


Quick Meal Stove Co. 
Vesuvius, F. O. B. St. Louls 30% 
(Extra Disct. for large 
quantities) 


Chas. A. Hones, Inc. 


Buzzer No. 
Buzzer No. 2. 
Buzzer No. 22... 
Buzzer No. 42... 
Buzzer No. 43 





GALVANIZED WARE 
as | ag after made), 


GLASS 


Tee eee eee ee eee ed 


% 
Double Strength A, all sizes. .86% 


HANGERS - 


Conductor Pipe 
Milcor Perfection Wire... 
Eaves Trough ~ 


Mileor Ecli 
Milcor Trt 


26% 


Wire......15% 
_ Wire. «+02 10% 
uked Extension 10% 


Milcor Mil 
Milcor Steel (gav. after 
forming) plus....12%% 
RB. T. Wire, | 
HOOKS 
Box 
Vv. & B. Ne. 1, each....... $0 26 
Conductor 
Milcor 
“Direct Drive’ Wrought 
Iron for wood or brick...15% 
Hay 
Vv. & B. No. 1, each...... $0 26 
HUMIDIFIERS 
“Front-Rank,” Automatic 
In single lots ........-- ~..-50% 
In lots of 16 or more... .50-5% 
In lots of 26 or more... .50-10% 
Vapor pans, etc., each.....50% 
LIFTERS 
Steve Cover 
pered .....+.. per gro. $6 00 
Alaska ......-++. per gro. 4 75 
MALLETS 
Tinners’ 
Hickory ....::-.per doz. $2 26 
MITRES 
Galvanized steel mitres, and 
caps, end pieces, outlets. ...30% 


Galv. one piece stamped. .40% 


NAILS 
Cat Steel ..cccccccceces --+-$4 36 
Gat FOR cc cocecccscsesec 4 
Wire 
COURGNER . » ogee ces cvccdes -. 316 
Goment Coated asestccéves Oe 


(Continued on page 44) 
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Made in nine sizes 





FAMOUS SINCE 1819— 


Over one hundred years of tool making experience is built into each and 
every PEXTO Snip. The line is very complete and consists of every 
practical style and size. Material is the best, the finish is durable and 


they are fully guaranteed. 


Write for catalogue No. 25A showing complete line of Sheet Metal 
Working Machines and Tools. 


THE PECK, STOW & WILCOX CO. 


SOUTHINGTON, CONN., U. S. A. 








scaupivasnans BLOW PIPE FITTINGS 


HALF 
GATES Use Blast Gates on all your ur Blow Pij Pipe Jobs. BALL JOINTS 


~~ = Fit. They will reduce Power and increase Suction 
of Pipe Use Ball Joints on Movable Cutter Head Con- 
They work easily, are durable and are consider- 
FULL joint. 
—_— AUTOMATIC FIRE DAMPERS 
ill Fi S 
“the: SWITCHES—BLOW PIPE yy tf bene 
Inside PROMPT TAIFUN DUST COLLECTORS Sizes 4 in. to 12 in. 
3 ae SHIPMENT BLOWERS WRITE FOR PRICE LIST 
2‘in t The Alfred C. Goethel Co. 











Outside if Gates are closed on machines not in operation. 
nections 
ably lighter in weight than the old type cast iron 





























18 in. 833 31st Street MILWAUKEE, WISCONSIN 
NUL UALADUOERSOEET UOMO NEANOU AGAMA TENN EAHNN TH MUNN NLOUNSUaEA NNN 
| wo Plecker’s Galvanized Eave Trough and Corrugated Expanding Conductors 
Made of Costs no more 
Keystone Lasts I onger 
Copper Bearing Therefore 
Steel Cheaper 
CLARK-SMITH HARDWARE Co. PEORIA, ILLINOIS 


AMALAAAAAOOANGAAUODM TN AGAANUAD ASEAN AALS AEDST AENEAN ATLANTA eT ESNA THN ENN ONENOMUOU NON OMG NAN 

















When writing mention AMERICAN ARTISAN—Thank you! 
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ADVERTISERS’ INDEX 


The dash (—) indicates that the adver- 
tisement does not appear in this issue. 


A 
Aeolus Dickinson Co. .......+.+- 87 
Allred Mfg. CO. cccccceccccecs 60 
American Brass Co. ....sseeeee = 
American Furnace Co, ....+«:+ -_ 
American Rolling Mill Co...... _ 
American Steel & Wire Co.... 45 
American Tube & Stamping Co. — 
American Wood Register Co.. — 
AFOK CO. scccrcccccceccccseecs 43 
Auer Register Co. ......0-e00% —_ 
Barnes Zinc Products Co...... -- 
Berger Bros. Co. ......seceees 37 
Bernz Co., Otto ......5e0% oo 
Bertsch & Co. ..cseeceses 6 45 
Braden Mfg. Co, .....seeeeee8 39 
Brillion Furnace Co. ......++- — 


Burgess Soldering Furnace Co. — 


Carr Guppiy CO. .ccccccccccces —_ 
Chicago Elbow Machine Co... — 
Chicago Furnace Supply Co.. — 
Chicago Solder Co. ......ccees — 
Clark-Smith Hardware Co.... 43 
Clayton & Lambert Mfg. Co.. 45 
Cleveland Castings Pattern Co. 12 
Cleveland Cooperative Stove Co. 8 
Coes Wrench Co. 


Copper & Brass Research - 
PP 24 t¢cteasrta aware 66 ~— 


Connors Paint Co., Wm. ...... — 
Col-Burn Heater Co........... 4 


Cox Stove Co., 
Crown Oil Burner Co. 


Cutler & Proctor Stove Co... — 
Davis and Co., Inc., C. & ..... 9 
Dieckmann Co., Ferdinand.... 37 
Diener Mfg., Geo. W......... 45 
Double Blast Mfg. Co........ 45 
Double-Duty Elbow Co........ 41 
Dreis & Krump Mfg. Co..... 39-41 
E 
Eagelsfield Mfg. Co. .......++. — 
Blbing Mfg. Co. ......s2020% — 
Excelsior Steel Furn. Co...... _ 
Fanner Mfg. Co. .......eseeees oa 
Federal Mfg. Co. .......s0006. 12 


Floral City Heater Co, ....... — 
Forest City Fdy. & Mfg. Co.. 5 
Forming Machine Corp......... — 
Fox Furnace Co. 


Friedley-Voshardt Co. ........ 41 
G 

Goethal Co., The Alfred C.... 43 

Gerock Bros. Mfg. Co........ 39 

Graff Furnace Co. ......esee+. —_ 

Gray & Dudley Co.......see6:. 4 

Great Lakes Supply Co....... -- 
H 

Hardware Speciality Co. ...... 10 


Harrington & King Perf. Co.. 41 
Hart & Cooley Co, ....eeeeees = 
Heartick, EB. G. 
Heating Systems & Supply Co.. 8 
Henry Furnace & Fdy. Co.... — 
Hero Furnace Co. ...........+. 
ee 2. 2 Mh cébdéneceneds a 
Heeee-GayGer Cas) i... ccc cccdcce -— 
Homer Furnace Co. ........... — 
Hopson Co., W. C. 
Hussey Co., C. G. 


I 
TGegs Dupes Ga secre ccc ce ds 
WORE BOA. OS. debe vitne ecco = 
Independent Register Co. 
International Heater Co. 
Iwan Bros. Co, 


Keith Furnace Co, ..........4. _ 
Kirk-Latty Mfg. Co. 
Kruse Co. 


Lalance & Grosjean Mfg. 
Lamneck & Co., W. E. ........ 
Langenberg Mfg. OO, nsacd date _ 
Lennox Furnace Co. 
Liberty Foundry Co. .......... 
Lupton’s Sons Co., David...... -— 


M 
Marsh Lumber Co. 
Marshalitown Heater Co. 
Marshalltown Mfg. Co. 
May-Fiebeger Co. 
Merchant & Evans 


Metzner Stove Repair Co...... 
Meyer Furnace Co., The....... 
Meyer Bros, Co., F., The....... 
-Back Cover 


Milwaukee Corr. Co.. 
Monitor Furnace Co. 


Mt. Vernon Furn. & Mfg. Co.. 
Be Doves 


Mueller Furnace Co., 


National Air 


ing Co., Granite 


Works 


New Jersey Zinc Sales Co., The 
Niehaus Furnace Repair Co.. 
Northern Institute ........... 
Northwestern Stove Repair Co. 


Oakland Fdy. Co. 


Osborn Co., The J. M. & L. A.. 


P 
Parker-Kalon Corp. 


PG A FE. Airco dec ccc cecbay 


Peninsular Stove Co. 


Peck, Stow & Wilcox Co...... 


Pecora Paint Co. 
Peerless Fdy. Co. 


Quick Furnace & Supply Co... 


Quick Meal Stove Co. 
Quincy Pattern Co. 


Richardson & Boynton Co. 
Richard-Wilcox Mfg. 


Rock Island Register Co...... 


Robinson Furnace Co. 
Robinson Co., A. H. 
Rudy Furnace Co. 
Rybolt Heater Co. 


Sall Mountain Co. 
Schill Brothers Co. 


Schwab & Sons, R. J.......... 
Security Stove & Mfg. Co.... 
Sheet Steel Trade Ex. Comm.. 


Simms Fdy. Co. 
Special Chemicals Co. 
Standard Fdy. & Mfg. 


Standard Furn. & Supply Co.. 


Standard Ventilator Co. 
Stearns Register Co. 
St. Clair Foundry Corp. .. 
St. Louis Heating 

St. Louis Tech, Inst. 
Sturtevant Co. 


Success Heater Mfg. Co........ 


Taylor Co., N. G. 
Thatcher Co. 


Thermo Gas Furnace Co..... 
Thomas & Armstrong Co., The 


Tuttle & Bailey Mfg. 


Utica Heater Co. 
Unishear Co., 


Vedder Pattern Works 
Viking Shear Co. 


Warm Air Furnace Fan Co.. 
Walworth Run Fdy. Co. 


Waterloo Register Co......... 


Waterman-Waterbury — 


Western Steel Products Co.. 


Wheeling Corrugating Co... 
Whitney Metal Tool Co....... 


Whitney Mfg. Co., W. A. 
Williams Hardware Co. 
Wise Furnace Co. 


Woodstock Typewriter Co. .... 


Moistener Co.... 
National Enameling & Stamp- 
City Steel 


Pennsylvania and Atlantic Sea- 
board Hdw. Assn........... 
Premier Warm Air Heater Co. 


eee ee ewe 


> we Se 
Vv 
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2 


10 


12 
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Markets—Continued from page 42 


NETTING, POULTRY 
ee before weav- 


eeeceeceeee 48-10% 
estains after weaving.. 46% 
PASTE 
Asbestes Dry Paste: 
200-lb. barrel........++..§$15 00 
Seah, abit sckcse crc 
B-ID. DAG. ....ceeeeeess 56 
2%-lb. cartons ét6acce é 30 


“Interlock” Galvanized 
Crated and nested (all 
ga ceveccesccess 10°3%% 
= and not nested 90-18 
se gauges pogen ces ol® 16% 


on 
29 gauge scccocecatan him 


24 uge 
“Milcor” “Titelock” 


Blue Stove 
¢ inch U. C. 


26 , 
at oesecceccocse 15 oe 
26 7 inch U. C. 


nest ee ‘ 

28 ga & inch wu. Cc. 

nest éagcheee 12 26 
28 ga 


aU 
n ee 
28 ga ee 
Bx 


** Uniform 


scccesecsscess 13 00 
s° esses» 16 08 


inch U. 
30 gauge, & inch U. C. 
nested 


T-Joint Made up 
6-inch, 28 ga...... per 100 32 6¢@ 
Furnace Pipe 
Double Wall Pipe and 
Pipe Fittings ..........50% 
Single Wall Pipe, Roun ” 
Iron Pit +S 
Galvani and Black 


eee eee eeeee 


ngs 
Mileor Galvanized .......... 40% 
Lead 
Per 
POKERS, STOVE 


Wr't Steel, str’t or oni 


dos. $0 75 
Nickel Plated, “coll. handles, 
cecesdeccesscccese per doz. 1 10 


PITTITiTiritr ite tte $0 50 


Furnace bomen 5 dos. $0 60 


per gross 6 00 
Furnace Screw —. 
Ventilating Register 
Small, per pair....... ave 30 
Large, per pair.......... 50 
PUTTY 
Comgenavates Putty, 100-Ib. 
o0senendear soesccscguan 2 
QUADRBANTS 
Malleable Iron Damper......10% 


BASEBOARD REGISTERS 
Brcelsler .cccccccccccccesese -50% 


Cast EFOR occ ccccccscecccece 20% 
Steel and Semi-Steel........ 40% 
Baseboard ....ssescues ee 40% 
Adjustable Ceiling 

Ventilators .....ssee% eee + - 40% 


Register Faces—Cast and Steel 
Japanned, Bronzed and 
Plated, 4x6 to 14xl4...... 40% 
Large Register Faces—Cast, 
14x14 to 38x42 ........045- 
Large Register Faces—Steel, 
14x14 to 88x42 


RIDGE ROLL 
Milcor 


Galv., Plain Ridge Roll 
Sao ded .15-10-5% 

Galv., Plain Ridge Roll, 
65-10% 


Globe F Finials for Ridge foil .50% 
Bay you saw itt in AMERICAN ARTISAN—Thank you! 


BOOFING 


| grade, slate surf. cea E 30 
talc surfaced 66 


Medium tale surfaced. -- 2 00 
Light tale surfaced......... 1 26 
Red Rosin Sheeting, per ton 57 0@ 
SCREWS 

Sheet Metal 
Ne. 7, 4x per gross...$0 55 
No, 10, %x3 6, per eo... 76 
No. 14, %x%, per gross.. 96 


SHEARS, TINNERS’ & 
MACHINISTS’ 
WHR cccccdvccccccccccce GSS OO 
Lennex Throatiess 
ve 18 


Shear bil 0 
(t. o« b. Marshalltown, Iowa. 


Peerless Steel Squaring 

Foot Power 

Ne. 1—30", 18 ga. cap.....15 
2—36", 


pepo sees epsensesce ie 


18 ga. cap.....15 
o. 4—52", 18 cap.....16 
No. 10—120", 22 ga. cap...16 
No. 4A—52", 16 ga. cap...16% 
Oast Iron Foot Power 
No. 01—30”, 18 ga. cap....15% 
Power Driven 
No. 100 Series, 2 


ft 
No. 1423—42”, 18 ga. cap...15% 
(Ne. 200 Series, 2 Shaft Under- 


th Drive. 
No. 242-42", 14 ga. cap. .15% 
/_ ov series 3 Shaft Under 


D 
No. 342—42”, 10 ga. cap...15% 
No. 872—72", 10 ga. cap...15% 
(Ne. 600 Series, 3 Shaft Under- 


Ne bse —ter, 1 p..16% 
o r cap.. 
2 y-3, 35s Shaft Under- 


» Drive) 
Ne. e180 130" 3/16” cap..15% 


SHOES 
Milcer 


Galv. =e. Gouge, Fis Plain or 


Cenductor 


eee eee enw eneee 


SNIPS, TINNERS’ 
Clover Leaf .......++..40 & 10% 






National ........+++++-40 & 10% 
gesees oseeeee 50% 
Mileor ..... dovcedéat esceccoeunees 


Steel and Iron........ bthoeese 

(Add for biluing, te per dos. ‘sat 
potscoasice WreivriiTiT Ti... 
a 


ee eee eeeee 


:iiiper des. ‘eo 
Winterbottom’s o% 


STOPPERS, FLUE 


Common ........ Gen. 1 
Gem, No. i.........Der dos. 116 
Gem, fiat, No. 3....per doz. 1 06 


Btandard ....secseeees 30 te 40% 


Plain annealed wire, Ne. 8 
eo 1 gesaseccconcsee OB 
wae per 


Wire cloth—Black * painted, 
12-mesh, per 100 aq. ft.... 2 18 
Cattle W: 
catch weight om per 
100 Ibs. 


3 
Gelvanized Hos ‘Wire, “86 rod 
spool, epool.......-.. 8 34 
Galvani plain wire, No. 9, 
per 106 I <coscoase. @ 


Stove Pipe, per “stone....... 


Ne. 790, Guarantee gee Gee, 4 
No. 770, Bicycle per 62 


110, Brighten 
No. 760, Guarantee perdos. 65 
No. 740, Bicycle 
No. , pioneer 
No. 2, perb 


d 
PRR 
sssssss 
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VESUVIUS 


BLOW TORCHES 


in pint or quart sizes ; 
With quickly removable soldering iron 
hooks. 


Vesuvius Blow Torches are 

















Yes! the No. 144 is a GOOD TORCH. 
In fact, we believe it is better than 
the best Torch made by our com- 
petitors. A glance will show you 
that skilled mechanics built it and 
we guarantee it in every way. If 
your needs do not warrant the little 











made of brass or non-corrosive extra cost of the No. 208 or the No. 
oxydized terne plate. The lat- pond epen tt to Goamtsdaeteon work. 
ter i is particularly recommended Jobbers supply at factory price. 
for hard usage. CLAYTON & LAMBERT MFG. CO. 
Write for prices and illustrated 6281 Beaubien St. DETROIT, MISH. 
For Gasoline circular today 


QUICK MEAL STOVE COMPANY 


$25 Chouteau Ave. 23) St. Louis, Mo. _— Ferri “ 


“Torrid” 
Tinners 
Furnaces 


are only made by 
Diener. No others 
are genuine. “Tor- 
rids” cost no more 
than others and the 
user gets greater 


N NER satisfaction. 
oe Ee. Cool GEO. W. DIENER 


A MFG. CO., 
on ye Makers of ras Roy eg 


Fire Pots. 























Ceilin s 
and Sid es 














This Is the Fire Pot You Need 
WHY? + 


B It always burns with a blue flame 

which produces HEAT. 

E A 2% pound co r will heat and 
melt solder in O MINUTES. 

The pot will generate and operate out- 
doors in KIND OF THER. 
It will heat trons as fast as they are 
cooled. No time wasted. 

Less than a gallon of gasoline is 
used in a day. 

It is smokeless and odorless while in 
operation. 

It can be turned down low when not 


















electrical, rope, barbed, 
plain, nails (bright and 
coated), tacks, spikes: 
bale-ties, hoops, springs, 
netting, wire fences, steel 
posts, steel gares, trolley wire, rail bonds, flat 
ae A pans steel), wn % wire, — and odd- aoe BUA FH 
shaped wire, screw stock, concrete reinforcement. \ 
Aerial Tramways. No. 25 Double Biast DOUBLE BLAST MFG. CO., Inc. 
Gasoline Fire Pot Commenwealth Ave. North Chicago, III. iM 
Illustrated Books describing uses, Free 


American Steel & Wire | 50-INCH FORMING ROLL 


This Forming Roll is built in all 
Calcage pf be standard sizes, with our Patented 


ps STE, C PRODUCTS CO.: vais Company os Device by means of 
San eatin Los Angeles Portland Seattle whi it is opened and closed in 
a few seconds. 


We build a complete line of Shears 
and Punches, all sizes, for hand or 


C. G. HUSSEY & CO. St pee Se sf Hed © 
Rolling Mills and Office, PITTSBURGH, PA. BERTSCH & CO., Cambridge City, Ind. 


RAPID HEATING THERMOS bh, 


SHEET COPPER, BOTTOMS, ROLL COPPER, TINNED and POL- 

ISHED COPPER, NAILS, SPIKES, RIVETS, CONDUCTOR PIPE, 

og TROUGH, ELBOWS, SHOES, MITRES, CORRUGATED COP. 

SHEETS, CRIMPED COPPER SHEETS, COPPER WALL TIES, 
a oe With or Without Gravity Action Shut-off. 

Money Saver—Time Saver. 
For Heavy, Rapid Work. 
A Big Fire—A Medium Fire—A Small Fire. 


COPPER 

Branch Warehouses in New York, Philadelphia, Cincinnati & Chicago 

; Thermo No. 4 Write for further details today. 

| Read the Wants and Sales Pages THERMO GAS FURNACE CO. 85s! Chicago 


Member, Copper & Brass Research Association 
Say you saw it in AMERICAN ARTISAN—Thank you! 


—— 





in use. 
Order yours now. Only $11.00 f. o. b. F 
factory. Two per cent discount when cash 
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BUYERS’ DIRECTORY 











Ball 
The Alfred C. Goethel Co. 
Milwaukee, Wis. 


Blowers. 
The Alfred C. Goethel Co., 
Milwaukee, Wis. 


Blow Pipe Fittings. 
The Alfred C. Goethel Co., 
Milwdhkee, Wis. 


Bolts—Stovc. 
Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Dreis & Krump Mfg. 4 


Chicago, Ill. 


Dreis & Krump Mfg. Co., 
Chicago, 
Brass and Copper. 
American Brass Co., 
Waterbury, Conn. 
Copper & Brass Research As- 
sociation, New York 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
Merchant & Evans Co., 
Philadelphia, Pa. 


Til. 


Osborn Co., The J. M. 


ak 4. 
Cleveland, Ohie 
Gaatinge—taeabie. 
Fanner Mfg. Co., Cleveland, Ohie 


Ceilings—M 
Friedley-Voshardt a : =. 
Hopson & Co., W. ~— 


Grand Rapids, Mich. 
Milwaukee Corrugaiies Co., 
waukee, Wis. 


Wheeling Co ng Co., 
erugating Co. Ww. Va 


Fanner Mfg. Co., Cleveland, Ohie 
Parker-Kalon Corp., 
New York, N. Y. 


Furnace. 
Sturtevant, Boston, Massa 
Iwan Bros., South Bend, Ind. 
Cleaners—Suction. 


Sturtevant, Boston, Mass. 
Clinker see 
Federal Mfg. Co., Holland, Mich. 


American pon ee , 


Waterbury, Conn. 
Copper & Brass Research As- 
sociation, New York 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
American Brass Co., 
Waterbury, Conn. 


Cornices. 
Friedley-Voshardt ae a 
Milwaukee Corrugating C ~~ : 

waukes, Wis. 


Milwa: 

Alves Mfg. Co., I Rt lis, Ind, 
4 n 

Milwaukee Corrugat ting Co a 

Milwaukee, Wis. 


Diffuser—Air 
Aeolus-Dickinson Co., 
Chicago, fil 


Doors—Fire. 
Richards-Wilcox Mfg. Co., 
Aurora, Ill. 


David Lupton’s Sons Co., 
Philadelphia, Pa. 


Eaves Trough. 
Barnes Zine Products Co., 
Chicago, Til. 


Berger Bros. on, 
tea 
Clark-Suith Merawane te” * 
1m. 


Lupton’s Sons Co., pert. 


Milwaukee Corru aaties Ba anes 
ilwaukee, Wis. 

New Jersey Zinc sales Co. The, 

Wheeling Corrugating Cor ™ 


Wheell ¥ 
Eit a st ng Ww. = 
American Rolling Mill 


1 Co., 
Middletown, 
Barnes Zinc Products Co., Gate 

Chicago, Ii. 


Asbestos r. Dieckmann Co., Oyen. ons 

5 ncinnati, o 

6S ee Double-Duty Elbow Co., Aurora, Ill. 

Asbestos Products. Lupton’s Sons Co., Da 

Sall Mountain Co., Chicago, Ill. Philadelphia, Pa. 
Milwaukee Corrugating Co., 

a , oe... Ce Milwaukee, Wis. 

merican * Wire. 
Chicago, Ill. Enamel 

Lalance & Grosjean Mfg. Co., 

Joints. Chicago, Il. 


Wood Faces—Cold Air. 
American Wood Register Co., 
Plymouth, Ind. 
Auer Raatoter Co., Cleveland, O. 
Carr Supply Co. Chicago, Ill. 
Eaglesfield Ventilator Co., 
Indianapolis, Ind. 


Marsh Lumber Co., Dover, Ohio 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Fences. 
American Steel & Wire Co., 
Chicago, Ill. 
Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 
Flue Thimbles. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Co., Wm., 
Troy, N. Y. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Pecora Paint Co., 
Philadelphia, Pa. 


Farnace 
Connors Paint s. 


Furnace Rings. 
Independent Register and sete 
Co. Cleveland, Ohio 
Milwaukee Corrugating Co., wh 
8. 


Milwaukee, 
Walworth Run Fdy. Co., 
Cleveland, Ohio 


Furnace Fans. 
Heating Systems & omely Co., 


res Ill. 
Robinson Furnace Co., A. 
Cleveland, yd 
Warm Air Furnace Fan Co. 
Cleveland, ’ Ohio 
Furnaces—Warm Ailir. 
American Furnace Co., 
St. Louis, Mo, 
Brillion Iron Works, 
Brillion, Wis. 
colons. Til. 
oo supply S 
Chicago, Til. 
Cleveland Cooperative Stove Co., 
Cleveland, Ohio 
Col-Burn Heater Co., Chicago, Ill. 
Cox Stove Co., Abram, 
Peoria, Til. 
Excelsior Steel Furnace Co., 
icago, Ill. 
Floral City Heater Co., 


Mo ree, Mich. 
Forest City Fdy. , a — Co., 
Cleveland, ‘Ohio 
Fox Furnace Co., El , Ohio 
Graft mace Co., New York, N. Y. 
Gray & Dudley ag 

ashville, Tenn. 


Heating Systems a Supply Co., 
Chicago, Ill. 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Sycamore, Ill. 
Massillon, Ohio 


Co., 
Coldwater, Mich. 
Ideal Furnace Co., Detroit, Mich. 


Carr Supply C 
Chicago 


Hero Furnace Co., 
Hess-Snyder Co., 
Homer Furnace 


International Heater Co., 
Utica, N. Y. 
Keith Furnace Co., 
Des Moines, Ifa. 


Kruse Co., Indianapolis, Ind. 
Lamneck Co., W. E., 
Columbus, Ohio 


Langenberg Mfg. Co., 

St. Louis, Mo 
Lennox Furnace Co., 
Marshalltown, Ia.; Syracuse, B. F, 
Liberty Foundry Co., 

St. Louis, Mo. 
Marshalltown Heater Co., 

Marshalltown, 

May-Fiebeger Furnace Co., 

Newark, Ohio 
Meyer Furnace Co., The, 


Peoria, Ill. 

Monitor Furnace Co., 

Cincinnati, Ohio 
Mt. Vernon Furnace & Mfg. Co., 

Mt. Vernon, Ti. 
Mueller Furnace Co., 

Sibaceiste, Wis. 
Oakland Foundry Co., 


Belleville fil. 
Peerless Fdy. Co., 


Indi lis, I 
Per Stove . rte is, Ind. 
Detroit, Mich. 


Iowa 


Premier Warm Air Heater Co. 

Dowagiac, M 
Quick Furnace & Supply Co., 

Des Moines, Iowa 
Richardson & Boynton Co., 

New York, N. Y. 
Robinson Furnace Co., A. ., 
Cleveland, ‘Ohio 
Robinson Furnace Co., 


Chicago, Ill. 
Rudy Furnace Co., 
Dowagiac, Mich. 
Rybolt Heater Co., Ashland, Ohio 
Sehill Bros. Co., — Ohio 
Schwab & Sons Co. J., 
tiieaukee, Wis. 
Security Stove ¢ one Mfg. Co., 


City, Mo. 
Simms Foundry Cor 28 "te Oe Wis. 
Standard Foundry Co., 
Daicai, Ii. 
Standard Furnace & Supply Co., 
Omaha, Neb. 
St. Clair Foundry Corporation, 
Belleville, Ill. 


St. Louis Heating Co., 
St. Louis, Mo. 
Success Heater Mfg. Co. 
Des Moines, Iowa 
Thatcher Co., 


Chicago, Ill. 


Thomas & Armstrong Co., e, 
don, Ohio 
Utica Heater Co. Utica, N. Y. 


Waterman- Waterbury Co., 
Minneapolis, Minn. 
Western Steel Products Co., 
Duluth, Minn. 
Akron, Ohio 


Metal. 
Milwaukee Corrugating Co., 
lwaukee, 


Thomas & peter c.f 
: ndon, 


— 
David Lupton’s Sons 
Philadelphia, Pa. 
Williams Hardware Co., 
Streator, Il. 


Wise Furnace Co., 


Wis. 
Ohio 


Grilles. 
Hart & Cooley Co., 
New Dries. Conn, 
Independent ene S 


Tuttle & Bailey Mts. 
ditiess. Th. 


Grindstones. 
Richards-Wilcox Mfg. Co., 
Aurora, Il. 


Boller. 
Berger Bros. Co., 
Philadelphia, Pa. 
Co., 
Aurora, 
Eaves Trough. 
Ce, W. CG. 
Grand Rapids, Mich. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Hangers—Door 
Richards-Wilcox Mfg. - 


Hopson 


H 

Fox Furnace Co., Elyria, Ohio 
Gray & Dudley Co., 

pacyetie. 

Mueller Furnace Co., 
Sisencbion, Wis. 
Peninsular Stove Co. 
Detroit, Mich. 

Waterman-Waterbury Co., 
Minneapolis, Minn. 


Tenn. 


Heaters—School 
Floral City Heater Co., 
Monroe, Mich. 
Hero Furnace Co., camore, Ill. 
Meyer Furnace Ca. ve ne ™ 
Standard Furnace & surely co. 
Omaha, Neb. 


Waterman-Waterbury Co. 
Minneapolis, Minn. 


Humidifiers 
National Air Moistener Co., 
Minneapolis, Minn. 


Clark-Smith Hardware Co., 
Peoria, Ill. 


Kitchen Utensils. 
Lalance & Grosjean “— Co., 


cago, 
Lath—Expanded Metal. 

Milwaukee Convegesas Co., 

ilwaukee, Wis. 


Tl. 


Bertsch & Co., 
Cambridge City, Ind. 
Machinery—Culvert. 
Bertsch & Co., 
Cambridge City, Ind. 


Bertsch & Co., 


Cambridge City, Ind. 
Chicago Elbow Machine Co., 
Oak Park, Ill. 


Mention AMERICAN ARTISAN in your reply—Thank you! 


pete & Krump Mfg. 


Thicase, Ti. 


Great Lakes Supply Co., 
Soutl th Chicago, Ti. 
Marshalltown Mfg. 0., 
Marshalltown, » nase 


Osborn Co., The J. M. & L. 
Cleveland, ASnto 

Peck, Stow & Wilcox Co., 
Southington, Conn. 
Unishear Co., = New — N.Y. 

Whitney Mfg. Co., W. A., 
Rockford, Ill. 


Whitney Metal Tool Co., 
Rockford, Ill. 


Metals— 
Harrington & King ne 
Co., Chicago, Ill. 


Miters. 
Friedley-Voshardt Co., 


. Tih. 
Milwaukee CorragesSs Co., 


kee, Wis 


Miters—Eaves Trough. 
Braden Mfg. Co., 
Haute, 


David Lupt ye Cc 
av upton’s ms Co., 
-- Philadelphia, 
Milwaukee Corrugating Co., 
Milwaukee, 


Ind 
Pa. 
Wis 
Nails—Hardened Masonry. 
Parker-Kalon Co., New York, N. ¥. 


Ni 
Hussey & Co., C. G., 
. Pittsburgh, Pa. 


Nalle—Wire. 
American Steel & Wire Co., 
Chicago, Il}. 


Nickel Coated 
American Nickeloid Co., 
Peru, Ii). 


& Mfg. C 
Security Stove 0. 
d Kansas City, Mo 
Friedley-Voshardt C 
0. 
_— Chicago, I. 


Gerock Bros. Mfg. oo. 
kee C 4 ties sah 

Milwaukee erruaes ng 
Milmnubes, Wis. 


Paint. 
Connors Paint Mfg. Co., Wm., 


Troy, N. ¥. 
Pecora Paint Co., 
Philadelphia, Pa. 


Wess. 


& Stove. 
Cleveland Castings 3 Pattern Co., 


Cleveland, Ohio 
Quincy Pattern Co., Quincy, Ill. 
Vedder Pattern Wor — 


Wes 





vy, 


Pipe and ) ee 
Carr — > Chicago, Il). 
Chicago rnace Supply Co., ™ ° 


Elbling Mfg. Co., Pontiac, Mich. 
Furnace Co., 
Chicago, Ill. 


Excelsior Steel 


Hen Furnace & Fay. Co., 
ad Cleveland, Ohio 
Lamneck Co., W. 


. B., 
Columbus, Ohio 
= toll By A TR ane 
waukee rru 
me “i Milwe ukeée, Wis. 
Mueller rnace Co. 
- liwaukee, Wis 


Osborn Co., The J. M. & L.A, 
” éveland, Obie 


win hee? &, Supply ‘Cs. Io 


Robinson Furnace Co., 
Standard Furnace Pp . 
Omaha, N 


Pipe and 
Allred Mfg. Ind. 
Blbling Mfg. Co., Mich 
Siesds Ooreme O. 
ee ng . 

— rreGiwaukes. Wis. 


Co., Indiana 
‘on 


Pipe Conductor. 
Barnes Zinc Products Co., 
Chicago, Ill. 


°° phitadetphia, Pa 
Burton Co., J., Detroit, Mich. 
Clark-Smith Haw. "Co., Peoria, Ill. 


mann Co., inand, 
Cincinnati, Ohie 
Friedley-Voshardt Co., 


Hussey & Co., C. G. 


Lupton’s Sons Co., Da 

~~ as Philadelphia, Pa. 
a 

re we Wis. 

New Jersey Zinc Sales Co., Th 
New York, 


N. 
Wheeling Corrugating Co., 
° Wheeling, W. Va. 


Berger Bros. 
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This Trade Mark 
is burnt in the 


enamel on each piece 
PO 


WV OMEN who know good 
kitchen ware always look 

for This Trade Mark when 

buying culinary utensils. 


AGATE 
NICKEL-STEEL WARE 


has been the 
standard for over 
forty years. It is 
very handsome in 
appearance, being 
double coated 
witha hard, glassy 
enamel, giving it 
a smooth, highly 
lished surface. 

t is guaranteed 
absolutely pure 
and safe for all 
kinds of culinary 
work. Altogether 
it is the cleanest. 
most durable and 
best ware for fam- 


EXTR, 


é 





THE UNIVERSAI 
SHEET METAL 


PATTERN CUTTER 





Over 5500 Practical and Shortened 
Demonstrations and Several Thousand 


Methods, Illustrated by 1400 Engrav- 
ings, Are Contained in These Two 


Books 


These famous books are a possession of incalculable 
value to every man who seeks more profit as a sheet 
metal worker, whether as draftsman, mechanic, fore- 
man or master. They provide a life's companionship 
for the thrifty, practical and ambitious; they ease the 
rough places; lessen drudgery and perplexity; save 
time, labor and material; insure against inaccuracy 
and “falling down” in the real emergencies of the. 
daily work. 

Containing Everything in Pattern Cutting and Working 

Sheet Metal 











ily use ever put on the market. 


Our catalog has illustrations and descriptions of prac- 
tically every article in the culinary and kindred lines. 


Write today for our catalog and prices. 
LALANCE & GROSJEAN MFG. CO. 
1900 South Clark Street CHICAGO, ILLINOIS 
NEW YORK BOSTON 


OUT 


COES 


PATTERN CUTTER FoR the customer who wants a 


TUNEENeenececeggp ano uecececceccecsncceneeUCUSEESSSOAEASUSOUENUGUOOUSUOSUSONSERSESESOOAOSEOQDOOO0000000008 


SeeeeeeCeCUeTEEETtnl 


The safe, direct, up-to-date, labor-saving method of devel- 
oping patterns and performing the incidental operations of 
sheet metal work of every description will be found in 

















Embraci 28 Departments Illustrated by 1400 Engravings 
Showing e and Legible Patterns arid Working Dia- 
grams Pertaining to Bach Subject. Accompanied by Per- 
spective Views of All Objects and Examples of Work in 
the Completed Form. 


Sold Independenily 


VOLUME ONE—Practical and Shortened Methods of De- 
veloping the Patterns for All Forms of Elbows; Heating 
Ventilation; Blower and Exhaust Piping Connections and 
Fittings; Marine Sheet Metal Work; Automobile Sheet 
Metal Work; Special Short Rules in Pattern Drafting; 
Heavy Gauge Sheet Metal Work; Machinery and Beit 
Guards; Laying Out Full Size Patterns to Means of Re- 
duced Drawings; Mensuration Applied to Sheet Metal 
Work, etc., with Many Features of Construction and Labor- 
Saving Expedients, 

Containing 380 Double Column Quarto Pages, Size 9x12 
inches, Illustrated by 680 Engravings, Substantially Bound 
in Cloth, Price. $7.50 
VOLUMB TWO—Architectural Sheet Metal Work. A 
Treatise on Drawing, Full Size Detailing and Lettering; 
Practical and Shortened Methods of Laying Out and Con- 
structing all Types of Sheet Metal Cornices and Skylights; 
Leaders; Roof Gutters and Conductor Offsets; Moldings; 
Miters; Pediments; Copings; Finials; Circular Work; Dor- 
mer and Bay Windows; Sheet Metal Ornamentation; Elec- 
trically Illuminated Signs; Hollow Metal Windows, Frames 
and Fire Doors; Various Forms of Metal Roofing, etc.; 
Reading Pians and the Method cf Estimating Sheet Metal 
Items and Quantities in Building Construction. 


Containing 400 Double Column Quarto Pages, Size 9x12 

inches, Illustrated by 711 Hngravings, Substantially Bound 

Ee SS ee ae $7.50 
SOLD BY BOOK DEPT. 


AMERICAN ARTISAN 
AND HARDWARE RECORD 


620 South Michigan Ave. CHICAGO 


























Screw Wrench todo all sorts of 

work—to stand up under all kinds 
of strains—the Coes Steel Handle 
is the kind to sell. 
An all-steel wrench, properly heat 
treated, wearing parts hardened. 
The ideal wrench for “‘all-’round 
rough use.” 


How is Your Steel-Handle Stock? 


Coes Wrench Co. 


ESTABLISHED 1841 IN 
Worcester, Mass. 


3 C. McCARTY & CO.,29 Murray Street, New York 


JOHN H. GRAHAM & CO., 
113 Chambers St., New York | 


FENWICK FRERES, & Rue de Recrey, Paris, France | 














STEEL 


HANDLE 





+ 








Say you saw tt in AMERICAN ARTISAN—Thank you! 
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BUYERS’ DIRECTORY 





iteel Fence. 
& Wire Co., 
Chicago, 
es. 


American Steel 
Il. 


Bertsch & Co., 
Cambridge City, Ind. 
Parker-Kalon Corp., 
New York, N. Y. 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Whitney Mfg. Co., W. . 
Rockford, Ill. 


Whitney Metal Tool Co., 
Rockford, II. 


Punches—Combination Bench and 
Hand. 


Parker-Kalon be? = 
ew York, N. Y. 
Whitney Metal we Co., 


Ew kford, Il. 
Whitney Mfg. Co., W. 
Rockford, Ill. 
Punches—Hand. 
Whitney Metal Too! Co., 
Rockford, Ill. 
Whitney Mfg. Co., YW, A., 
ockford, Tl. 
AOR es 
Connors Paint Mfg. Co., Wm. 
Troy, N. ¥. 


Pecora Paint Co., 
Philadelphia, Pa. 
Ty 


Dena + 


Parker-Kalon Corp., 
New 





York, N. Y. 


Supplies. 
Co., 
Streator, Il. 


Penqee Combination Gas & Coal 
Cox Stove Co., 
Pitladelphia-Chicage 


Quick Meal Stove Co., 
St. Louis, Mo. 
Thatcher Co., Newark, N. J. 


Radio—Sets and 
Williams Hardware 


Cex Stove Co., Abram, 
Philadelphia-Chicage 
Quick Meal Stove Co., 


t. Louls, Mo. 
Gray & Dudley Co., 
Nashville, Tenn. 
Register Shields 
Hardware spectay Co., 
rt Wayne, Ind. 
E. G. Heartick, Louisville, Ky. 


Registers—Warm Alr. 
American Wood Register Co., 


Plymouth, Ind. 
Auer Register Co., Cleveland, O. 
Carr Supply Co., Chicago, Ill. 
Chicago rnace Supply Co., 
icago, Ill. 
Eaglesfield Ventilator Co., 
Indianapolis, Ind. 
Hart & Cooley Co., 
New Britain, Conn. 
Henry Furnace & Fdy. 
Cleveland, Ohioe 
Independent Register and mee 
. Cleveland, Ohio 
Lamneck & Co., W. “ 
Columbus, Ohio 
Meyer & Bro. Co., aes Peoria, Ill. 
Milwaukee Corrugati ag Co., 
Milwaukee, Wis. 
Mueller Furnace Co., 8. 
Milwaukee, Wis. 
Quick Furnace & Dem Mol Co., 
oines, Iowa 
Robinson SURFER, Co., 
Gaiceee, Til. 
Rock Island Register C 
Rock Tsiand, Th. 
Standard Furrace & Supply Co., 


Omaha, Ne 
Stearns Register Co., 
Detroit, Mich. 
Tuttle & Balley Mfg. Co., 
Chicago, Til, 
Walworth Run Fdy. Co. 
Cleveland, Ohio 
Waterloo Register Co., 
Waterloo, Iowa 


Mqgfetere Wied. 
American ood Register Co., 


Carr Supply C “ioe ma 

rr pply Co., cago, e 

Chicago Pecnees Supply Co., 
icago, Ill. 


Eaglesfield Ventilator Co., 
Indianapolis, Ind. 


Parker-Kalon Corp., me: 
New York, N. Y. 
e and Furnace. 
Hess Co, H. E., 
Syracuse, N. Y. 


Metzner Stove Re —_ Co., 
nsas City, Mo. 
Niehaus Furnace Repair Co., 
Cleveland, Ohio 
Northwestern Stove Rep-ir 
Chicago, "m1. 


b. Marshalltown 


Ridging. 
American Rolling Mill Co., 
Middletown, Ohio 
David Lupton’s Sons Co., 
Philadelphia, Pa. 
Milwaukee Corrugating Co. 
Milwaukee, Wis. 


ve. 


Rivetse—Sto 
Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Roasters 
Lalance & Grosjean "Mtg. Co. 
Chicago, Ill. 
Rods—Stove. 
Kirk-Latty Mfg. Co., 
Cleveland, Ohio 
Rolls—Forming. 


Bertsch & Co., 


Cambridge City, Ind. 
Roofing Cement 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 
Pecora Paint Co., 
Philadeiphia, Pa. 


Roof—Flashing. 

Hessler Co., H. E., Syracuse, N. Y. 
Milwaukee Corrugating Co., 

Milwaukee, Wis. 


Roofing—Iron and Steel. 
American Rolling Mill Co., 
Middletown, Ohio 
Cortright Metal Roofing Co., 
Philadelphia, Pa. 


Friedley-Voshardt Co., 


Chicago, Iil. 
Inland Steel Co., Chicago, II). 
Merchant & Evans Co., 


Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
National Enameling and Stamping 
Co., Granite City Steel Works, 
Sas ay gity. Til. 
Osborn Co., The J. & L. 
Cleveland, ASnio 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Roofing—Tin. 
Taylor Co., N. & G., 
Philadelphia, 
Roofing—Zinc. 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 


Rubbish Burners. 


Hart & Cooley Co., 
New "Britain, Conn. 


Sal—Ammoniac. 


Specials Chemigate Co., 
Highland Park, Ill. 


Schools—Sheet Metal Pattern 
Drafting. 
St. Louis Technical Institute, 
St. Louis, Mo. 


Schools—Warm Air Heating. 


Northern {nstitute, 
Cleveland, Ohio 


Screws—Sheet Metal 
Parker-Kalon Corp., 
New York, N. Y. 


Pa. 


Screens—Perf Metal. 
Harrington & King Perforating 
Co., Chicago 


Shears—Hand and 
Double-Duty Elbow Co., 
Mfg. Co., 
Marshalltown, Iowa 
Peck, Stow & Wilcox Co., 

Southington, Conn. 
Unishear Co., The, New York 
Viking Shear Co., Erie, Pa. 


Power. 
Aurora, Ill. 


Sheets—Black and Gal 
American Rolling Mill Co., 
yuo Ohio 
Davis Co., Inc., C. S., Chicago, Ill. 
Inland Steel Co., Chicago, Ill. 
Merchant & Evans Co., 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
National Enameling and Stamping 
Co., Granite City Steel Works, 
Granite City, Il. 
Osborn Co., The J. M. & L. A., 
Cleveland, Ohio 
Taylor Co., N. 


& G., 
Philadelphia, Pa. 


Wheeling Corrugating Co., 
eeling, W. Va. 


Mill Co., 
iddletown, Ohio 


Co. 
Philadelphia, Pa. 


American Rollin 
Merchant & Evans 


Sheets—Tin. 
Davis Co., Inc., C. 8. * renee Til. 
Merchant & Evans 
Philadelphia, 1 Pa. 
National Enameling and Stamping 
Co., Granite City Steel Works, 
Granite City, Ill. 


Taylor Co., N. & G., 
Philadelphia, Pa. 


Sheetse—Zinc. 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 


Shingles and an yy ogg 
Cortright Metal Roofing Co. 
Philadelphia, Pa. 
Hopson & Co., W. C., 
Grand Rapids, Mich. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Thomas & Armstrong Co., The, 
ndon, Ohio 
Wheeling Corrugating Co., 
heeling, W. Va. 


Shing}. phalt. 
Sall Mountain Co., Chicago, Ill. 
Shingles—Zinc. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Sifters—Ash. 

Diener Mfg. Co., G. W., 
Chicago, Ill. 
Sky aay? 

David Lupton’s Sons 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Smoke Pi bp 
Heating Systems & Supply Co., 
Chicago, 
Waterloo Register Co., 
Waterloo, Iowa 
Snips 
Peck, Stow & Wilcox Co., 
Southington, 
Solder. 
Chicago Solder Co., Chicago, Ill. 
Double-Duty Elbow Co., Aurora, Ill. 
Milwaukee Corrugating Co., 
Mi lwaukee, Wis. 
Soldering Furnaces. 
Bernz Co., Otto, Newark, N. J. 
Burgess Soldering Furnace Co., 
columbus, Ohio 
Clayton & Lambert outs. Co., 
Mich. 


os troit, 
Diener Mfg. Co., G. 
re Til. 
Double Blast Mfg. Co. 
North Chicago, Ill. 
Quick Meal Stove Co., 


tl. 


Conn. 


St. Louis, Mo. 
Thermo Gas Furnace Co., 
Chicago, Il. 


Soldering Supplies. 
Double-Duty Elbow Co., Aurora, Ill. 
Special Chemicals Co., 

Highland Park, Ill. 
Specialties—Hardware. 
Diener Mfg. Co., G. W., 
Chicago, Til. 
Hessler Co., H. E., Syracuse, N. Y. 
Richards-Wilcox Mfg. Co., 
Aurora, IIL. 


Stars—Hard Iron Cleaning. 


Fanner Mfg. Co., Cleveland, Ohio 
Statuary. 
Friedley-Voshardt Co., 
Chicago, Ill. 
Gerock Bros. Mfg. Co., 
St. Louis, Mo. 
Steel Stampings. 


American Tube & Stamping Co., 
Bridgeport, Conn. 
Stove Pipe Reducers. 
Allred Mfg. Co., Indianapolis, Ind. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Stoves—Camp. 
Quick Meal Stove Co., 
t. Louis, Mo. 
Stoves—Gasoline and Oil. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves and 
Cleveland Cooperative Stove Co., 
Cleveland, Ohio 
Cox Stove Co., Abram, 
Philadelphia, Pa. 
Graff Furnace Co., 
New York, N. Y. 
Gray & Dudley Co., 
Nashville, 
Oakland Foundry Co., 
Belleville, Tl. 
0., 
Detroit, Mich. 
Quick Meal Stove Co., 


Louis, M 
Thatcher Co., Newark, N. r. 


Tenn. 


Peninsular Stove 


Mention AMERICAN ARTISAN im your reply—Thenk yout 


Tacks, Staples, 
American Steel & Wire 
Chicago, 
Tile Cement—Elastic. 
Pecora Paint Co 


ni. 


Philadelphia, Pa. 
Tinplate. 
Davis Co., Inc., C. S., Chicago, Ill. 


Milwaukee Corrugating Co. 
Milwaukee, Wis. 
National Enameling and Stamping 
Co., Granite City Steel Wor 
Granite City, IL 
Osborn Co., The J. M. & L. A., 
Cleveland, Ohio 
Taylor Co., N. & G., 
Philadelphia, Pa. 


Tin—Perforated. 
Harrington & King Perforating 
Co., Chicago, Ik 
Tools—Tinsmith’s. 
Bertsch & br 
mbridge City, Iné. 


Chicago Bibos Machine Co., 
Oak Park, I. 

Dreis & Krump Mfg. Co., 
Ch mh. 


icago, 
Great Lakes Supply Co., m 


South Chicago, 
Hopson & Co., W. 

rand Rapids, Mich. 
Marshalltown Mfg. Co. 
Marshalltown, 
Osborn Co., The J. M. & L. 

Cleveland, Site 
Peck, Stow & Wilcox Co., 


a1 


Southington, Conn. 
Unishear Co., The, New York, N. Y. 
Viking Shear Co., Erie, 
Whitney Mfg. Co., W. A. 
Rockford, Il. 
Whitney Metal Tool Co., 
Rockford, IL 


Bernz Co., Otto, Newark, N. J. 
Burgess Soldering . 
Columb Ohie 
Clayton & Lambert Mfg. 
Detroit, Mich. 
Diener Mfg. 


Co., G. W., 
Double Blast nee. 


onan Ti. 
a ae ™m. 
Quick Meal steve 4 
St. Louis, Mo. 
Trade Extension 
Copper & Brass Resseese As- 
sociation, New York, N. Y. 
Sheet Steel Trade Extension 
Committee, Pittsburgh, Pa. 
Fanner Mfg. Co., Cleveland, Ohie 
Arex Com Chicago, Ill. 
Aeolus Dickinson Co., Chicago, Ill. 
Berger Bros. Co., 
Philadelphia, Pa. 
Chicago, Ill. 


Hopson & var a. cS 
nd Rapids, Mich. 
David se . Sons 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mi lwaukee, Wis. 


Standard Ventilator Co., 
Lewisburg, Pa. 
Sturtevant Co., 


-Friedliey-Voshardt Co., 


on, Mase. 
Thomas & Armstron be ™. 
‘Lon on, e 


Ventilators—Ceiling. 
Eaglesfield Ventilator Co., 
Indianapolis, Ind. 
Hart & Cooley Co., 
New Britain, 
Henry Furnace & Fdy. Co. 
Cleveland, Ohie 
Independent Register Co., 
Ohie 


veland, 
Tuttle & Bailey Mfg. 
New York 


Conn. 


Co., 


David Lupton’s Sons Co., 
Philadelphia, Pa. 
Wire—Electrical. 
American Steel & Wire Co., 
Chicago, I). 
Wire ape 
American Steel & ire Co., 
Chi Tn. 


Wire 
American Steel Pa a Co. 
Chicago, 


ml. 


Ww 
Coes Wrench Co., 


Worcester, Mass. 


Zinc—Nickel 
American Nickeloid Co., 
Peru, Ill. 


Merchant & Evans Co. 
Philadelphia, Pa. 

New Jersey Zinc — 
New York, mB T. 




















January 9, 1926 


WANTS AND SALES 


For paid yearly subscribers, AMERI- 
CAN ARTISAN AND HARDWARE 
RECORD will insert under this head 
advertisements of not more than fifty 
words WITHOUT CHARGE. Employ- 
ers wishing to secure employes, parties 
desiring to purchase or sell business, 
secure partners, or to exchange, etc., 
will find that these pages offer excel- 
lent opportunities to satisfy their 
wants. Clerks and tinsmiths looking 
for situations will find it to their ad- 
vantage to use these columns. Those 
who respond to these announcements 
please mention that they “READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.” 


BUSINESS CHANCES 


LIGHTNING RODS—Dealers who are 
ecliing Lightning Protection will make 
money oY writi us for our latest Fac- 
tory to ces. We wo a. | 











rite wed for samples and prices. L. K. 
DIDDIE .. Marshfield, Wis. 


BUSINESS CHANCES 
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SITUATION WANTED 








For Sale — Owner will sacrifice for a 
uick sale. An unusual opportunity. 
lumbing, heating ay | sheet metal sy 

n 


also some hardware. live town 
Iowa, doing good business the ear 
aroun Good reason for selling. alight 


consider city property in exchange. - 
dress A-45, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago, Illi- 
nois. 26-3t 





For Sale—An International Dial Re- 
corder-Time clock and an International 
Cost Recorded-Job Clock. Both in r- 
fect working condition, used but a short 
time. Change in business cause of selling. 
A bargain if taken at once. Address A-41, 
care AMERICAN ARTISAN, 620 South 
Mchigan Avenue, Chicago, Illinois. 25-3t 


For Sale—One of the best equip 
sheet metal radiator repair and retinning 
shops in Wisconsin. Om one other shop 
in the city of 4,000. ili sell property 
and all, or equipment and stock, and rent 
shop, or take in partner. Address A-42, 
care AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 25-3t 


Wanted — Some used electric water 
pumps or complete systems for 110 Volts 
Alternating Current for residence use. 
Please state condition, make and price in 
first letter. Address Box 166, Tipton, 
Missouri. 25-3t 











Wanted—To buy one second-hand bead- 
ing machine, No. 3—2 or 1. Write, stat- 
ing condition and price, to J. A. Van Pelt 
& Co., Morrilton, Arkansas. 1-3t 








___ HELP WANTED 





For Sale — Hardware and furniture 
stock. Staple goods, including rugs, lin- 
oleum, paints, stoves, pumps, American 
fence (no implements). In best farming 
section in central Illinois; town of 1,200; 
two railroads, four churches, good schools 
and stores. Brick, 40x80, with good base- 
ment. Tin and plumbing shop in rear. 
Can be rented for $45 per month. Only 
furniture business. One other hardware. 
Competent man will have much outside 
work; 18 years for present owner. Will 
submit figures showing business of past 
years. reason for selling. Address 
Ashland Hardware and Furniture Co., 
Ashland, Illinois. 26-5t 


Wanted—Tinner for inside and outside 
work. One who can do pattern cutting. 
Steady job the year around to the right 
man that shows interest in the business. 
City of 10,000 in Indiana. State wages 
wanted and give reference in first letter. 
Address A-51, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago, 
Illinois. 2-3t. 





Wanted—Experienced all around sheet 
metal worker to take charge as shop fore— 
man in shop employing forty to sixty men. 
State age and experience. References 
and salary expected. Address 661 Hub- 
bard Street, Milwaukee, Wisconsin. 1-3t 





For Sale—At bargain—Building and 
stock, the only new and second hand 
store of its kind in Alton or within 25 
miles. Doing a good business. Reason 
for selling, old 
been 30 years in business. A 4 
Eckhard, 512 E. Broadway, Alton, se 





For Sale—Plumbing, heating and tin 
shop. Town of two thousand. Plenty of 
work. Ideal climate. Seven room new 
modern home. New pulp and paper mill 
expect boom next summer. $6,000 takes 
every wn eart cash. Address A 44, 
care AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 26-3t 


For Sale—48 inch slip rollers, capacity 
No. 10 gauge. This machine sets on legs, 
is one year old and good as new. uipp 
for hand power but can readily ar- 
ranged for motor drive. Address A-50, 
care "AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 2-3t. 





WANTED—One first class tinner, who 
is competent to figure ordinary sheet 
metal work coming into a country tin 
shop. We have a steady position for a 
tinner, that turns out neat work in a rea- 
sonable space of time. Address Arne O. 
Busterud, Crookston, Minnesota. 2-3t. 





Wanted—A good all around tinner, fur- 
nace, hot water, plumbing and sheet 
metal man. Must be sober. Don’t apply 
if not a first-class man. State wages 
wanted in first letter. Address John P. 
Panlus, Port Washington, Wis. 1-3t 





Wanted—aAn all around man that can do 
tinning, plumbing and furnace work. Will 
start any time after February list. State 
wages in first letter. Address A-52, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 2-3t. 


SITUATION WANTED _ 











For Sale—Auto radiator repair shop in 
Iowa county seat. 6,500 population. Doing 
a good business with no competition. 
Reason for- selling, have other business. 
For full particulars address A-57, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 2-3t 


Wanted—1 Swing table to be used on 
t No. 444 B. C. eral Universal epee 
elder. 1 30-inch groover for making 
stove Ripe. Address A-48, care of 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Ilinois. 1-3t 








For Sale—Sheet metal and radiator shop 
in town of 16,000 pulation. Only two 
shops. If interest address A-56, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 2-3t 


Wanted—To buy a small wood turning 
lathe. Also a % or % A C 110 electric 
motor. Must be in first class oe and 
reasonable. Address Lock Box 186, Wood- 
hull, Ilinois. 26-3t 





Situation Wanted — By sheet metal 
worker. Nonunion. Have had 25 years’ 
experience in pipe and genera! sheet metal 
work. Can do in and outside work and 
also do drafting. I am seeking an open- 
ing with a reliable concern where there is 
no labor trouble. Prefer California and 
neighboring states. Please state wages 
in first letter. Only steady work consid— 
ered. Address A-47, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 1-3t 





Situation Wanted — By sheet metal 
worker and warm air furnace man. Forty 
ears of age with 22 years’ experience. 
ave run my own shop for past 12 years, 
ras 20 high as nine men. Thoroughly 
unde nd the business as well as the 
mechanical end. Am quick and active. 
Would like to make a change. Position 
must be something above the average. 
Would consider a salary and commission. 
Address G. C. Van Tassel, 520 Eagle 
Street, Niles, Michigan. 1-3 


Mention AMERICAN ARTISAN in your reply—Thank you! 


Situation Wanted—Would like to hear 
from some firm that wants a com- 
petent man, experienced in furnace work 
and other branches of the trade. Address 
A-55, care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, ae 





Situation Wanted—By competent sheet 
metal worker. 26 years’ experience, in- 
side and outside work. out any 
kind general sheet metal work. Skylight, 
blow pipe and ventilation, also furnace 
work. nois or Indiana preferred. Ad- 
dress—A-38, care CAN ARTISAN, 
620 South Michigan Avenue, Chicago, Illi- 
nois. 24-3t 





Situation Wanted—By married man, 43 
years old. English speaking, competent in 
sheet metal, furnace and plumbing. Can 
also do well work and clerk in hardware 
store. Address A-54, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 2-3t. 





Situation Wanted—By young man with 
experience in furnace factory, who is 
learning the sheet metal trade. Would 
like to get in shop doing inside and out- 
side work. Address A-49, care of 
AMERICA ARTISAN, 620 South Michigan 
Avenue, Chicago, Illinois. -3t 





Situation Wanted—By experienced hard- 
ware man of 20 years shelf and heavy 
hardware. Steady job only. Give price 
in first letter. Address A-46, care of 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 26-3t 


Wanted—A rmanent position by a 
practical plumber. Illinois—Wisconsin li- 
cense. Address A-43, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 25-3t 








Situation Wanted — By a first-class 
sneet metal worker. Address George W. 
i 115 % East Mishawaka, a 
nd. 


Situation Wanted—By experienced sheet 
metal and furnace man. Best of refer- 
ences. Married. Prefer steady job. Ad- 
dress 272 State St., Tracy, Minnesota. 2-3t. 


TINNERS’ TOOLS 


For Sale—l1 Chicago Steel 8 ft. brake. 
Cagecity 18 uge, 30 inch bench bar 
folder, 30 inch stove Pipe _setser, 5 inch 
hollow mandrel, large k horn stake 
and set 2 inch rollers 30 inch. Address 
L. O. Ludwig, Sheet Metal and Furnace 
Works, 115 est Fifth Street, ee 
City, Indiana. t 

















Wanted—Set tinners’ tools with 8-ft. 
brake. Also radiator repair outfit. Ad- 
dress J. M. Espelding, 1159 N. Union, De- 
catur, Illinois. 24-3t 





For Sale—A complete set of tinners’ 
tools, a ro | s brake. Will sell 
cheap. Write for list. Address Geo. W. 
Nichols, 614 East 5th Street, Hutchinson, 
Kansas. 25-3t 


BOOKS 


The book, “Home Instruction for Sheet 
Metal Workers,” by William Neubecker, 
and edited by Frank X. Morio, contains 
facts that you want to know and know 
how to use. A practical instruction man- 
ual for the apprentice, mechanic and 
master sheet metal worker, covering the 
course of instruction given students in 
the sheet metal de ment at the New 
York Trade School. Cutting, serena. 
preparing full-size details from archi- 
tects’ blueprints, developing patterns and 
bending on the brake and setting the 
work together. Chapters on skylight and 
pitched skylights, stationary and mov- 
able louvres, turret sash, gearing, etc. 
400 684 illustrations, bound in 
cloth, with 15 folding plates bound sepa- 
rately. Price $5.00. Order from the Book 
Department, AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Illinois. 


Order your books now with your re— 
newal to 1p ECAR ARTISAN. You 
can save r cent on your to ur— 
chase. Su Pption to AMERICAN 
ARTISAN is $3.00 for 2 years. Take ad— 
vantage of this saving also. 
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SPECIAL NOTICES 


SPECIAL NOTICES 





January 9, 1926 


SPECIAL NOTICES 





Special Notices — displayed 
want ads—are charged at the 
rate of $3.00 per inch per in- 
sertion. 





ATENTS 


HUBERT E. PECK 
Patent Attorney 
Barrister Bidg.,. WASHINGTON, D. C- 





TIN SHOP FOREMAN 


A foreman experienced in the man- 
ufacture of Tin Furnace Fittings can 
secure permanent connection with 
large manufacturer in central states. 
A man capable of bigger things than 
his past opportunities have permitted 
will find this just what he has been 
wishing for. Give details of age and 
experience in first letter. Address 
L-43, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago, 
Illinois. 1-tf 





SITUATION WANTED 


As Sales Manager or Assistant to 
the Sales Manager of a good respons- 
ible stove or furnace company by 
young man whe can show actual proof 
of his ability. Am not a “job hunter” 
but am looking for a connection with 
good possibilities as I feel I have out- 

rown my present position. Address 
f-30 care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago, 
Illinois. 22-4t 





HIGH CLASS SALESMEN 
WANTED 


to sell BLECTROZONE AIR Conditioning 
Machine for warm air furnaces. Liberal 
commissions. Exclusive territory. Write, 
giving reference and territory you cover. 
Address L-38, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago, Illinois 

. 25-3t 





A REAL FOREMAN 


Wanted by first class sheet metal house 
in Wisconsin. Man with mastery of trade, 
who scan handle men and organize his 
work. Fine opportunity for right man to 
tie with hve concern of capable and con- 
genial co-workers. Best references required. 
Address L-42, care AMERICAN ARTISAN, 
620 South 
Illinois. 


Michigan Avenue, Chicago, 


26-3t. 





SITUATION WANTED 


By an experienced furnace and stove 
salesman. 11 years in the furnace, stove 
and hardware business. 7 years furnace and 
stove salesman. Iowa preferred. Address 
L-34, care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, a. 


PIN MONEY FOR A 
PACKARD 


We want to get in touch with sales- 
men in the middle west, west and 
south who are now handling a line of 
furnaces or fittings on a commission 
basis. We will offer them the finest 
warm air heating system made on a 
10% commission basis. A fine op 
portunity for extra profits at no addi- 
tional expense. Give complete descrip- 
tion, experience, line handled, terri- 
tory covered in first letter. Address 
L-41, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago, 
Illinois. 26-2t 


SALESMAN WANTED 


To sell high class competitive 
type cast furnace, also a complete 
line of furnace accessories in the 
State of Illinois. Address L-44, 
care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, 
Illinois. 2-3t 








WANTED AT ONCE 


Furnace salesman for Indiana who is 
experienced, to call on trade and sell 
a high grade quality furnace. Write 
full particulars in first letter. The 


Estate Stove Co., Hamilton, Chio. 
26-2t 





SALESMAN WANTED 


To sell well known furnaces to 
the wholesale trade in Chicago. 
Address L-37, care AMERICAN 
ARTISAN, 620 South Michigan 
Avenue, Chicago, Illinois. 25-2t 





EXPERIENCED STOVE 
AND FURNACE 
SALESMAN DESIRES 
CONNECTION 


With high grade firm; northwestern ter- 
ritory referred. Address L-39, care 
AMERICAN ARTISAN, 620 South me x 
Avenue, Chicago, Illinois. 26-3t 





The 
“‘CENTENNIAL”’ 
Rain-Water Cut-Off 
The strongest, most durable 
and cheapest CUT-OFF on 
the market. 








SULLIVAN-GEICER CO. -; 
501-509 Madison Ave, INDIANAPOLIS, IND. 








FOR SALE 


Plumbing, Heating, Sheet 
Metal Shop and Hardware 


City of 1,000 with two refineries, oil 
industry and ranch community. Only 
shop in city. Plenty of work. Will 
sell with or without building. Good 
location. Stock and equipment seven 
thousand dollars. With building four- 
teen thousand. Actual cost of building 
and lot, stock and equipment, twenty- 
three thousand. Will sacrifice on ac- 
count of going back to ranch. About 
four thousand cash, balance on easy 
terms. Address W. R. Cronk, Box 
474, Glenrock, Wyoming. 25-3t 





FURNACE SALES 
EXECUTIVE 
WANTS POSITION 


Young, active furnace man who 
knows warm air heating by reason of 
actual experience and who has been 
responsible for developing sales and 
selling systems and ideas, is open for 
position with any good furnace manu- 
facturer. Will furnish references as 
to ability and character. Want to 
connect at once. Address L-36, care 
AMERICAN ARTISAN, 620 South 


Michigan Avenue, Chicago, Illinois. 
24-3t 





WANTED 


Drafteman and estimator familiar with 
warm air, hot water, steam and vapor de- 
sign, one or all branches. Give full par- 
ticulars as to age, salary and experience. 
Apply Midwest Manufacturer. Address 
L-40, care AMERICAN ARTISAN, 620 


South Michigan Avenue, Chicago, Illinois. 
26-8t 





STOVE AND FURNACE 


SALESMAN 

WANTS TO CONNECT WITH A 
RELIABLE STOVE AND FURNACE 
MANUFACTURER, TO SELL THEIR 
LINE IN WISCONSIN. ADDRESS 
L-32, CARE AMERICAN ARTISAN, 
620 SOUTH MICHIGAN AVENUE, 


CHICAGO, ILLINOIS. 
23-3t 





RUSH RUSH 


Wanted—A hustling heating salesman, one 
who can preach, teach and sell high grade 
warm air system. Not afraid of a big job. 
Territory eastern New York. Expenses and 
drawing account against commission. Ad- 
dress Andes Range and Furnace Corp., 
Geneva, New York. 26-2t 


When writing mention AMERICAN ARTISAN—Thank you! 












January 9, 192¢ 
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Winter Nights Are Reading Nights---Read These Books 


The Universal Sheet Metal Pattern Cutter Vols. 1 and 2 
By Neubecker 
ERE are two books that can’t be beat. They are the most 
practical and useful treatises on the subject, 
Work of all the branches of the trade and the broadest scope i id Blow 
of details are found—inside and outside work—small jobs and paust at 
the most complicated are shown, explained and profusely illus- Ms ~ p in? 








trated, 

The first volume deals with all types and kinds of inside | 
small and large sheet metal work, - | z | 

The second volume of this practical work deals with the more 
advanced branches of sheet metal work, in fact is largely de- 
voted to the architectural end of the business, It consists of 
400 double column pages and is illustrated with 711 engravings 
showing all methods under treatment, as well as perspective 
views of the subjects of the patterns, and other demonstrations 
in their finished state. It includes drawing, full sized detailing 
and lettering, development and construction of sheet metal 
cornices and skylights, leaders, copings, pediments, circular 
work, dormer and bay windows, sheet metal ornamentations, 
electrically illuminated signs, hollow metal windows, frames 
and fire doors, metal roofing, etc, 

The volumes are bound in heavy cloth and each measures 
9x12 in. Each contains over 380 pages and 680 original draw- 
ings. Price $7.50 each. 

Exhaust and Blow Piping 
By Hayes 
XHAUST and Blow Piping has had an unusually big demand. 
A fresh supply is now off the press and is in our hands for 
immediate delivery. It has an invaluable treatise on the plan- 
ning, cost, estimation and installation of fan piping in all its 
branches giving all necessary guidance in fan work blower and 
separator construction. 159 pages, 5x8. 51 figures. Cloth, $2.00. 
ual of Automotive Radiator Construction and Repair 
By F. L. Curfman and T. H. Leet 

ANrons interested in Radiator Repairing will find the 185 
pages of practical instructions and the 120 illustrations 
showing actual construction and repairing a big help. In a con- 
densed manner some four to five thousand answers to questions 
are given. It is thoroughly practical as both authors are men 
of wide experience in this work. Printed in large, easy to read 

type. Measures 5% x9 inches. Price $2.50. 


Sheet Metal Duct Construction 
By Neubecker 

A TREATIES on the construction and erection of heating and 
ventilating ducts, including the cutting and forming of the 
metal, the laying out of the elbows ete. A practical expert 
wrote this book and you'll find that it covers the subject thor- 
oughly. By William Neubecker. Bound in cloth, 194 pages, 

217 illustrations, Size 5% x 8% in, . Price $2.00. 


Sheet Metal Workers’ Manual 
A Baw book produced by the combined efforts of L. Broemel, 
a practical man, and the late Professor J, S. Daugherty, in- 
structor in Sheet Metal Work at the Carnegie Institute of Tech- 
nology, Pittsburgh. Pattern drafting is its biggest feature; not 
only tells how to make the pattern, but how to develop it with 
modern machines and tools; gives valuable assistance on sol- 
dering, brazing, welding, crimping, beading, straight, circular 
and irregular cutting, in fact covers every angle of the trade, 
Bound in leatherette; 500 pages; more than 400 pen drawings 
and illustrations. Price $2.00. 
Essentials of Sheet Metal Work and Pattern Drafting 
By Professor J. S. Daugherty 
NVALUABLE to the sheet metal worker, contractors and in- 
structor, as well as an elementary and advance course for 
vocational and trade school students and apprentices. Some of 
the subjects covered are pattern cutting, soldering, edging, wir- 
ing, radial line development, pipes, elbows, miters, pitched 
covers and flaring articles, pipe intersections and tee joints, 
181 pages, substantially bound in blue cloth; profuseful illus- 
trated. Price $1.50. 


The Ventilation Handbook 
By Charles L. Hubbard 

PRACTICAL book designed to cover the principles and prac- 

tice of ventilation as applied to furnace heating; ducts, flues 
and dampers for gravity heating; fans and fan work for ven- 
tilation and hot blast heating by means of a comprehensive 
series of questions, answers and very plain descriptions easy to 
understand. Price $2.00. 
Kinks and Labor Savings Methods for Sheet Metal Workers 

Vols. 1 and 2 

OLUME I. There are hundreds of ideas and expedients, all 

contributed by sheet metal workers throughout the country, 
illustrated by cuts and original drawings. Cloth bound. Size 
4% x7 in. Price $1.09. 

Volume II written in same popular style as Volume I. Places 
at your disposal a comprehensive collection of ingenious ways 
of executing many practical tasks in much more simple way 
than if done in the regulation manner, Also contains special 
articles on Automobile Repairing; gives a very practical series 
of illustrated directions on erecting metal ceilings with ten 
guide rules which will save time, trouble and expensive mis- 
takes. Price $1.00. 


“USE THIS HANDY ORDER BLANK 
AMERICAN ARTISAN, 620 S. Michigan Ave., Chicago, IIl. ti 































































































BOOKS WANTED FoR | eee ..send the books ordered and enter 7 
following subscription (or renewal). NOTE — Deduct 
—__—— ———— 10% from TOTAL 
es PeuPn ets 82s. 8 — SEE DI ELT DS SORT, *, 
when subscription ts 
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for books — write 

ccciiigninbennnapamensereetamees eqcanesecocuvesussusstecsscntqansatuscsanssste mame and ad- 

[] Send me complete book catalog. dress oa margin of 
vertisoment. 
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MILCORW- 


“INTERLOCK” CONDUCTOR PIPES 


THEY stand the gaff! That is why more Milcor “Interlock” 

Conductor Pipes and Trimmings are used than any other 
kind. Sheet Metal men who sell Milcor Products exclusively 
find that it pays. So will you. Try it this year! 


All Milcor Products can now be secured in 


We recommend TWENTY- ~ Also furnished in Galv. Steel, 
EIGHT GAUGE or heavier Galv. “,Coppered Metal”, 
Pure Copper and Pure Zinc. 


for all outside work. 


Ingot Iron 


Mitwaukee CorruGaTinc Company, Milwaukee, Wis. 
Chicago, Illinois Kansas City, Missouri La Crosse, Wis. 


January 9, 1926 





